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Gras sunshine is rapidly creating a new and glorious setting for millions 
ex owt of sprightly young moderns who soon will start the white shoe parade. This 
ove692°1 parade will start right in your store to the tune of your cash register, for “Whites” 


(left) - . ; 
“a aro Lo wwe hine will move in great volume. 

i) casi : - ae : = 
ie); Bo oll? But make certain you sell “Whites” of good quality—shoes that will protect 
that 8© your reputation. So buy your “Whites” from a line that is consistently good 

season after season, the line that sells with full profit. Tweedie Footwear Corpo- 
ration, Jefferson City, Mo. Shoemakers since 1874. 


ALLURING FOOQTWEAR 


When writing advertisers please mention Boot and Shoe Recorder 
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VOICE of the TRADE 


MIORE power to the “Veterans 
of Future Wars,” the organization 
founded by Princeton and supple- 
mented by a movement at Vassar 
—the “Gold Star Mothers of the 
Veterans of Future Wars.” At this 
time we need the shaft of ridicule 
to be hurled at the war-breeding 
world. The hilarity and humor that 
arise from this cynical attitude 
towards war bonuses and pensions 
are prefaced by this statement. Note 
how subtly the “Veterans of Fu- 
ture Wars” indicate their objec- 
tives: 








They want immediate payment 
of $1,000 bonus due June 1, 1965, 
because it is customary to pay a 
bonus before it is due—plus 3 per 
cent interest compounded annually 
from June 1, 1965, backward to 
June 1, 1936. Youth also claims 
that this payment would lift the 
country out of the depression and 
would enable the beneficiary to 
enjoy it before he is slain in a 
future war. 

The young college girls, not to 
be outdone, have organized an as- 
sociation of “Gold Star Mothers 
of the Veterans of Future Wars;” 


and demand a trip to every coun- 
try in Europe and the Orient to 
visit cities of prospective graves 
of our future heroes’ sons. Also 
prepayment now would serve to 
subsidize marriages, thus provid- 
ing sons who would become “Vet- 
erans of Future Wars.” 

Only an American college boy 
could have such a delicious sense 
of cynical humor. We’re for the 


movement. 
* * * 


THE powers of ridicule have 
served their purpose in our own 
field. A number of years ago a 
bill was proposed in the Massa- 
chusetts legislature, prohibiting the 
making and selling of shoes within 
the Commonwealth of Massachu- 
setts, having a height of heel higher 
than one and a half inches. 
Hearings were held in the State 
House before a large committee of 
the legislature. Prior to the hear- 
ings, the RecoRDER had enlisted 
the cooperation of that famous Irish 
author, orator and wit, Joseph 
Smith. We had asked him to at- 
tend the hearing and to “carry on 
with his plan.” The morning ses- 
sion was given over to the advo- 
cates of the low-heel restriction 
—mostly club women’s organiza- 
tions, so-called health organizations 
and fanatics of one sort and an- 
other. After recess, the attack was 
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continued and late in the afternoon 
a few practical shoe manufacturers 
and shoe merchants indicated how 
unnecessary was the proposed leg- 
islation. 

The climax came when Joe Smith, 
seated in the back of the hall, could 
contain himself no longer. He rose 
and in a loud voice said: “Mr. 
Chairman, Mr. Chairman.” The 
chairman acknowledged the call 
and asked him: “Who are you?” 
He replied: “I am Joe Smith.” 
The chairman then said: “Whom 





do you represent?” Smith replied: 
“The American public—so seldom 
heard in legislative halls.” He 
then walked forward and dramati- 
cally pointed to a number of the 
more ardent club women who were 
fighting for the bill and said: “You 
claim this bill seriously affects 
maternity. How many children 
have you and you and you had?” 
No answer came from the women 
pointed out. He continued: “I 
thought so. I present for evidence 
this shoe woman from Henry E. 
Hagan’s shoe store. She has had 
six fine sons and daughters—all 











a credit to the State of Massachu- 
setts, for among them is a doctor, 
a lawyer, two nurses, a college 
girl and a high school pupil. This 
proud mother has never had less 
than a three-inch heel on her shoes 
and I am pleased to present her 
as a living example.” 

He wound up in a blaze of ora- 
tory and the Chairman of the Leg- 
islative Committee pounded on the 
table and said: “The Committee 
unanimously puts the bill on the 
table.” 

From that day to this no simi- 
lar bill has appeared in the Massa- 
chusetts legislature, for the sharp 
cynicism of a master of ridicule 
had killed it for all time. 


* * * 


CLYDE NORTON, shoe buyer for 
Neusteter’s, the smart women’s spe- 
cialty shop in Denver, says: 

“T like to listen to everybody’s 
advice, but, after all, a man’s prob- 
lems are his own. 

“For instance, many shoe men 
are convinced that staples and 
semi-staples constitute the sure 
profit lines in the shoe business. 
That’s probably all right — for 
them. But for me, I make my 
money on novelties and I lose it 
whenever I try to be ‘conserva- 
tive’ and buy staples. Practically 
all my sale shoes are the ‘safe’ 
styles which are good sellers—in 
other stores. 

“Neusteter’s has always been 
known as the place to buy the new 








and extreme fashions in women’s 
wear of the best grade. That is 
our niche in the scheme of things 
here in Denver. When we buy the 
extreme and smart things de- 
manded by that kind of trade we 
clean them right out. And when 
we try to be conservative we find 
our trade turns thumbs down on 
conservatism. 


“So — one sellers 


best 


>. 7 


man’s 


are another man’s FP.M.’s. 
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—Time after time, over the span 
of years, have certain disgruntled 
manufacturers and certain down- 
in-the-mouth salesmen said to 


me— 


—-"Shoe retailers of this country 
are all broke. Can't pay their 
weg We don't know whom to 
sell." 


—But Mr. Frank Rand of St. Louis, 
in a recent speech, made this 
startling and impressive state- 
ment: 


"For considerably more than a 
quarter of a century, | have been 
intimately associated with retail 
merchants of this country. Through 
those long years | have developed 
@ profound respect for their hon- 
esty. Since our company was or- 
ganized, we have sold to retail 


merchants more than one billion, 
seven hundred and fifty million 
dollars’ worth of shoes—these ship- 
ments went to merchants whose 
capital ranged from $100.00 to 
several million dollars, and our 
losses for bad debts on the whole 


amount have been less than '/, of 
one per cent. 
—lIf this isn't a fine tribute to the 
success and integrity of American 
shoe retailing then my name is 


Mahatma Ghandi. 


Zeact 6 Toke 


President. 





FOR flood prevention, the Soil 
Conservation Act is to be put into 
immediate operation. Agreements 
will be made between individual 
farmers and the Soil Conservation 
Service under which the farmer is 
to adhere for five years to the scien- 
tific crop rotation program worked 
out by the Service which, in turn, 
agrees to provide seeds and wire 
for fencing, terracing and reforest- 


ing. The 1935 Farm Census shows 


6,812,350 owners and tenants. 


* * * 


BB ARNARD S. SOLAR, president 
of the Compo Shoe Machinery Cor- 








1936 








poration reports a production of 
3,705,411 pairs of Compo shoes for 
February, an increase of 11 per 
cent over the same month of 1935. 

He also says: “Cemented welts 
are an important factor in this 
total as significant increases are 
recorded from several important 
manufacturers of men’s shoes who 
are operating in volume on Compo 


Welded Welts.” 


*% * * 


BB USINESS should ask the insur- 
ance industry for a general policy 
covering all liability whatsoever 
to goods, buildings and property. 
We have had a horrible experience 
in the inadequacy of insurance to 
cover the flood losses of the past 
few weeks. Life insurance is a gen- 
eral coverage proposition and cer- 
tainly the life of a business should 
have some similar protection. Di- 
rect losses and damage caused by 
the flood will run up into the 
hundreds of millions of dollars. 
Practically every insurance paper 
has a paragraph of exclusions— 
“hazards not covered by lightning, 
cyclone, tornado, wind, storm, hur- 
ricane, earthquake, explosion, 
blasting, invasion, insurrection, 
riots, civil war or commotion—or 
by military or usurped power.” 
All these exclusions limit the 
loss to the insurance companies, 
it is true, and undoubtedly the 
companies are confronted with an 
exceedingly difficult problem as re- 
gards the determination of the 
rate; but if there is a business need 
for a general coverage, it should 


WY ay, 4, 4W)44 
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be determined. If there is a mar- 
ket for a general brand of insur- 
ance, it should be filled by scien- 
tific study by the insurance men 
over the field of losses. 

There was some flood insurance 
written in this country—most of 
it through Inland Marine policies, 
in connection with goods in transit, 
but such coverages are unusual and 
exceptional. The average property 
owner has little opportunity for 
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protecting his possessions, his crops 
and his land against flood. 


* * * 


A VETERAN shoe man says: “If 
I were a young shoe man today 
I would make up two pairs of 
women’s shoes and two pairs of 
men’s, one for Spring and one for 





Fall, representing the  season’s 
leading style. I would continue 
this every year and put them away 
carefully on forms. In thirty years 
I would have ‘a collection worth 
an untold amount for exhibition 
and historical purposes. 

“But, alas! my hindsight is bet- 
ter than my foresight. Thirty years 
ago my boss told me that same 
thing—but, of course, I didn’t do 
it. And I doubt if any young shoe 
man will take my advice now, al- 
though it is a sure way to make 
some money. 

“As I remember it, the leading 
style ten years ago this Spring was 
a blond satin cross strap. And 
I doubt if a factory in the coun- 
try could produce an exact copy 
now. The material is gone and so 
is the last, the pattern, the heel, 
and even the type of sole fastening. 
If made now it would have a 
decidedly different look to it. May- 
be some factory has carefully pre- 
served a series of samples, but if so, 
I have never heard of it.” 

= 


**PPASADENA has long been 
noted as being one of the best 
places in the country for the sale 
of white shoes,” remarked L. M. 
Nelson. 

“People wintering here in Cali- 
fornia buy white shoes early in 
February, while the regular trade 
commence to wear them in March 
when the weather is settled. For 
this year we have planned our 
stock to take care of the greatest 
white season in our history. Early 
buying by the public bears out this 
pre-season prediction. 

“We have a good substantial 
trade with the middle-aged women 


who are not interested in the ex- 
treme styles, like square toes, and 
so forth. While many stores will 
sell a great many square toes, we 
will not touch them. But we will 
have a house full of white shoes 
at the start of the season. Lots 
of oxfords, plenty of those big 
broad straps, all-in-all whites com- 
prise our main stock. Then with 
some brown and whites, a few 
blue and whites and no black and 
whites, and we are finished. 

“Based on local conditions and 
the way the trade is buying in 
general, we feel here that we should 
make at least a 30 to 40 per cent 
pairage gain this Spring. 





TEXAS ten-gallon hats and cow- 
boy boots are to be seen in all 
parts of the country, with traveling 
Texans extending invitations to 
cities of the nation to come to the 
Texas Centennial Exposition in 
Dallas, June 6 to November 29. 
This is the Southwest’s first world’s 
fair and some $25,000,000 has 
been set aside to celebrate the an- 
niversary of the hundred years of 
Texas’ independence as a republic. 

Flags of six nations have flown 
over Texas soil—Spain, France, 
Mexico, the Republic of Texas, the 


Confederacy and the United States. 

Merchants of the Southwest are 
planning a display showing the 
progress in science, manufacture 
and fine arts. One of the features 
of the exposition will be the daily 
presentation of the “Cavalcade of 
Texas,” a dramatization of the his- 
tory of the Lone Star state, in 
which three hundred actors will 
take part. 

* *% *% 
THE two per cent sales tax in 
Colorado brought in $5,605,859 in 
its first year. This is some $1,600,- 
000 more than was estimated. 
While the tax is not popular with 
merchants, still their complaints 
are fewer than had been expected. 
This is because of two good fea- 
tures of the law, one which compels 
the merchant to charge the tax to 
the customer, and the other, which 
allows the merchant five per cent, 
to pay for his trouble in collecting 
the tax. 
% * *% 

HEEARD on the street: Do you 
know the difference between Re- 
publican money and Democratic 
money? No. Well, look at the 
one-dollar bills in your pocket. 
On the series of 1928 appears, 
“This certifies that there has been 
deposited in the treasury of the 
United States of America one dol- 
lar.” That’s Republican money. 

On the series of 1934 is printed 
instead: “This certifies that there 
is on deposit in the treasury, etc.” 
That’s Democratic money. 














“Go right ahead, young man. I've got an hour yet, till matinee time.” 
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pringtime Is Sport Time 











~and here are Sport Shoes 
that contribute to your pleasure 
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The pictures shown in this display 

can be enlarged action snaps— 

preferably taken at local clubs with 

local sports people, men and 

women. Men's and women's shoes 
can be shown together. 


APRIL SELLING IDEAS 


For Your Promotion Calendar 


FOR Spring shoe promotions the shoe merchant 
should make it a point to observe closely what garment 
styles and colors are being bought freely by consumers 
and play up the correct shoes to go with them. Also 
make sure you have the wanted styles in bags and 
hose if you stock these accessories. They are extremely 
important in the 1936 fashion picture, and alert stores 
are making the most of the opportunity to cash in 
on them. 

Then there are the after-Easter brides—show a trous- 


A cut-out figure on mat board is placed 

before a lavender panel having white letter- 

ing and red hearts. The headpiece and veil 

are real. Plateaus are white; the lower one 
has a deep lavender edge. 














seau with wardrobe of footwear. For Easter gifts, 
hosiery, buckles and other novelties are in order. 

April is a good month for boys’ and girls’ shoes, 
so play them up big. Use the health angle, as well 
as style. 

Spring sport shoes, active and spectator, should be 
played up this month; also shoes for Spring cruises 
and motor trips. And don’t overlook the promotional 
possibilities of NATIONAL FOOT HEALTH WEEK, 
April 13 to 18. 


The cut-out pallette with splotches of color . 

on it is fastened to an upright panel (an 

easel can be used). The large cut-out shoe 

features one leading color, while other color- 
ful shoes are placed in the setting. 


® coLorrut- 
and in the RIGHT Coors! 
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SHOES 
COME FIRST 


—not aiter 


Let’s not get i the habit of classifying shoes 
as accesseries—they are prime necessities 
and more important than any other arti- 
ele of wearing apparel. President L. F. 
Tuffiy keynotes Style Conference with a 
vigorous call fer shoe priority. 


KEACH day, I’m learning that there is more to being 
an officer of the National Shoe Retailers Association 
than just enjoying the glories of the office. Today, I 
find myself on a platform, surrounded by the style 
talent of our industry, and looking into the faces of 
the intelligentsia of the retail division . . . and won- 
dering what it’s all about! I can’t possibly see what 
new thought I can bring you on the new importance 
of shoes, but since I have been chosen by the committee 
to be a part of the mechanics of this meeting, I shall 
give you my ideas on the subject assigned me. 


The new importance of shoes, this year, is that 
they are as vitally important as the entire cos- 
tume. They are fundamental in every fashion; 
thy are a prime necessity—not an accessory. 
Women folks can get along without hats, gloves, 
bags, belts, and what have you—these are acces- 
sories; but they can’t get along without shoes. 
The making and selling of shoes is one of the 
near-billion dollar industries. If our public has 
chosen to consider shoes as an accessory we are 
to blame, because we have encouraged the idea. 


The importance of shoes, this season, is being em- 
phasized by the manner in which they are being 
romanced and dramatized. 

Women are more shoe conscious than ever before, 
because of the changes that are being brought out. 

The square toe and square heel are now in every 
retailer’s stock; and next comes the Plateau last. This 
new style permits of further exploitation. 

Last year’s shoes really look old. Even those we got 
















LOUIS F. TUFFLY 


in this morning, look old, if we go to a sample room 
this afternoon. Sandals are now being made toeless, 
and with open quarters, over lasts that really fit. . . . 
And that feature alone has added new importance to 
footwear. 

The trend of skirt lengths, to be shorter, places addi- 
tional emphasis on the attention that will be directed 
to footwear. 

Shoes are colorful. They are simple in pattern, 
but glamorous in color. 

In the South, as must be the case in Florida and 
California, we are selling every color of the rainbow, 
and will continue to do so all Spring and Summer. 
These colors have been used in doeskins, are now being 
sold in patent leathers, and shipments are being re- 
ceived of linens. 

It’s no wonder that crowds gather around shoe win- 
dows, as has not been the case for a long time. The 
public is being shown some radically different ideas, 
and some daring combinations of colors and materials. 

Therefore, I suggest to you that you do not lose 
sight of the importance of shoes, and permit them 
to be classed as merely an accessory. Let them 
be the controlling factor in the preparation of an 
ensemble. This may not be easy to accomplish, 
but whatever headway we make on this idea is 
just that much gained. 

As a final thought shoes have attained a new im- 

[TURN TO PAGE 42, PLEASE] 





EN the Starlight Roof of the Waldorf-Astoria Hotel, 
before a brilliant and well-dressed shoe and leather 
audience, the National Shoe Retailers Association 
staged the final session of its semi-annual Styles Con- 
ference on Tuesday of this week and brought clarity 
out of a situation that was somewhat confused by the 
first day’s session. The beautiful ballroom was filled to 
the final seats in the balcony when L. E. Langston, 
general chairman, opened the meeting and introduced 
President L. F. Tuffly, whose talk appears elsewhere in 
this issue. 

Honorable James J. Lyons, president of the Borough 
of the Bronx and chairman of the Exhibit Committee, 
delivered two speeches—one written and the other 
spoken. We highlight the first paragraph from the 
spoken and the other from his written copy. 

“The American tanners produced over a billion feet 
of upper leather for shoes. If laid out on the ground, 
this leather would more than cover the entire area of 
the great City of New York—which is over 300 square 
miles. If the shoes produced in the United States dur- 
ing 1935 were stretched out heel to toe, they would go 
around the circumference of the earth about five times. 
This might be an appropriate assignment for boon- 
dogglers. 

“During the last few days we have read much about 
winners in the Irish Sweepstakes. I have been par- 
ticularly interested as I have been urging the legaliza- 
tion of lotteries here so as to conserve in this country 
the money that is spent on these foreign sweepstakes. 
I think all will agree that shoe retailers are constantly 
engaged in the participation in lotteries or sweepstakes, 
when they pick a certain style or number and play it 
across the board, always in the hope that it may be a 


winner. I feel, however, that these conferences with 
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Joseph Callahan, B. Altman & Co. 

opens the Women's Session while 

Miss Rhea Nichols and Miss Ruth 
Kerr look on. 


their frank exchange of views has been most helpful 
towards minimizing the speculative or gambling fea- 
tures of your respective business, and aids you in choos- 
ing numbers that have a good chance for success.” 

Schuyler White, men’s fashion authority for the 
Hearst Publications said: “People are again going 
places and doing things—an expression which was 
popular in the 1920’s and which is again becoming 
popular. 

“Now all this is a condition which calls for men being 
better dressed—which, of course, demands that they 
be better shod—because while shoe business has been 
better, we would all agree that it will have to be a 
great deal better before most men are well shod. 

“T think I am correct in saying that the Spring repre- 
sents the big selling season for shoes, at least so far as 
men are concerned. This is due entirely to the fact that 
a man’s activities during the Spring and Summer 
months are more varied than during the Winter season. 
It is all very well to make a pronouncement to the effect 
that no man is well dressed unless he has a stipulated 
number of suits of clothes and pairs of shoes in his 
wardrobe. But to my way of thinking, the hall-mark 
of a well-dressed man lies not so much in the quantity 
of clothes he owns, as in the suitability of the clothes 
he wears for each and every occasion. 

“He should have several pairs of black and brown 
shoes for ordinary every-day-wear—the number of pairs 
depending upon the amount of money he feels he can 
afford to spend—in addition to his black patent leather 
shoes for evening wear. But the average man will be 
better suited if he buys the lighter, Summer-weight shoes 
which he will find more comfortable and which will con- 
form to his lighter-weight Summer clothes. 

“He will want bucko and leather and other types of 
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Dramatized for FALL 


Black First—Accented with Color—in High Fashion. Russet 


Range of Colors Indicates Lighter and Brighter Browns. 


Anticipating a Fall Selling of More Shoes and Better. 


fabric shoes, not only for town wear, but for wear with 
his sports clothes. If he hits a long ball or even if he 
hooks or slices, he needs new golf shoes because in 
thousands of cases he hasn’t been playing golf for years 
and he should be convinced that his old golf shoes are 
or should be a mental hazard to him. He can’t wear his 
spikes in a good club house and where, when he enters, 
he should have another pair of sports shoes to change 
into. 

“Tf he is a sailor or a passenger on a cruise, he ought 
to have his deck shoes, rubber soles, of course. His 
other sport shoes may or may not be rubber soled. 

“Tf he is a walker, tramping through woods and over 
hills, he needs that heavier type of walking shoe which 
some people call the ‘veldtshoon.’ 

“Men are going to do these things in greater num- 
bers and I think you will agree that shoe sales for the 
coming season will be greatly increased by a concen- 
trated effort to bring these various types of shoes to the 
average man’s attention.” 

Then followed a piece of stage-craft that was a de- 
cided novelty to the serious business of the Styles Con- 


ference. Miss Ruth Kerr, calf stylist and Miss Rhea 
Nichols, kid stylist—both prominent in all styles con- 
ferences—staged an act in legerdemain in a setting that 
had as its background a large inverted high hat and in 
the foreground, the traditional vaudeville artist’s table 
with a variety of trick bottles, glasses and accessories. 
By mixing the fluids, all sorts of points in shoe fashion 
were emphasized. It was a clever stunt and indicated 
how versatile the stylists of the industry can be. 

Miss Estelle Hamburger, executive vice-president of 
Jay-Thorpe, Inc., read a critical paper on “After Easter 
-~—What?” indicating that shoemen lived in a world of 
their own and that when fashion houses were selling 
sportswear, shoe men were advertising everything else 
but. It deserves elaboration in a future issue. 

Mrs. Emmy V. Ives, fashion editor of Vogue, crystal- 
ized the later opinion on trends and influences of fash- 
ion looking towards the Autumn mode. We extract a 
few nuggets from hér talk. 

Just a word in closing. All conference and no play 
was changed this season by the activities of the Shoe 
Club—that young and growing social organization, that 

makes its headquarters at the Hotel Mc- 
Alpin. On Monday night, March 30, 
President Fred M. Perlberg and some 
five hundred men and women made 
merry until the wee sma’ hours of Tues- 
day morning. There was dancing, talent 
from the Broadway shows and broad- 
casting over the NBC hook-up. 


The pit at the Waldorf-Astoria show- 

ing attending tanners, merchants and 

manufacturers examining the new 
leathers for Fall. 








OFF TO A GOOD PRODUCTION SEASON 
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Four Months to Go if Shoes Are to Be Delivered in August 


TIMING is everything, as we have said on so many 
occasions. This week’s Leather Opening, with its audi- 
ence of several thousand shoe men, indicates that the 
tanners’ timing is right on the tick of the clock. Leather 
must be colored, tanned and, to meet the precision of 
today’s fashion market, it cannot be approximated. It 
must be absolutely right or it won’t sell. 

So some 65 tanners displayed, in a crowded ball- 
room, anterooms, stage and corridors—the Waldorf- 
Astoria’s finest setting—revealing the best arts of the 
tanning trade. An evident symbol of good times ahead, 
or prosperity in anticipation, was the fact that each 
booth had more samples, more colors, more tannages, 
more variety than at any previous show by the industry. 

Therefore the tanner can look upon March 30th and 
31st as effective dates for a showing of Fall leathers. 
Now look at the calendar with dates of April, May, 
June and July—four months of production to start de- 
liveries in early August for the Official Fall Opening 
of August 15th. So far so good. But what about the 
styles conference? 

A gathering of retailers—for it is officially their party 
although the room is filled to overflowing with at least 
700 persons, stylists, fashionists, shoe manufacturers, 
plus men representing the service of supplies. All, one 
great general audience hoping to get in two days a pic- 
ture of the trend of fashion for Fall—actually only four 
and a half months away. 

This year the safeguard of a styles report as pre- 
pared by the leather and shoe stylists was not prepared. 
In previous years it served as a foundation for the 
fashion report. But it was claimed to represent, in 
the main, only the opinion of the fashionists, with 
scarcely an amendment from the audience of retailers 


and shoe men. This year, to guard against the pos- 
sibility of a “canned” style report, the women’s com- 
mittee thought it would let the audience prepare its own 
program. As is usually the case when the committee 
is some 700 men and women, only a dozen or more are 
vocally articulate and even they present such a diversity 
of opinion that the machinery of preparing a styles re- 
port starts, progresses, retreats, side-slips and finally 
skids into something that represents a collection of 
opinions and no one major stream of thought. 

So we cannot picture, at this time, a clear-cut styles 
report indicating “the probable” in fashion for next 
Fall. In all probability the merchants who attended 
the conference went back to their stores with many 
ideas as to the promotional possibilities of a number of 
lasts and leathers. The makings of a national styles 
program were not in the meeting—-so it is up to every 
merchant to prepare a custom made styles report ap- 
plicable to his own store and community from the ideas 
here presented. 

The meeting was opened by L. E. Langston, general 
chairman and manager of the National Shoe Retailers 
Association. The day was fair, warm and followed 
a big Saturday’s business in most every shoe store. So 
optimism reigned. 

George H. Mealley, chairman of the Color Committee 
of the Tanners Council of America, gave the meeting 
its real Fall flavor by saying: 

“The coming Fall season will undoubtedly be the 
most colorful we have ever known in our industry. 
Women have been educated to the use of color in their 
ensemble and there has been a very decided and definite 
development of color in women’s apparel. 

“Tt is safe to predict that the woman of the Fall of 
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=-LEATHER SHOW LEADS 


Leather to Tan 
: Shoes to Make 


1936 will be attired much more beautifully than ever 
before and the principal reason for this will be colors. 
Here they are: y 


“INDIES BROWN: Advance color developments in Fall tex- 
tiles lay stress upon medium and lighter browns of lively cast, 
rather than the darker subdued types. This same influence as- 
serts itself strongly in shoe colors, where the trend has been 
gradually veering away from the dark neutral Indies Brown to 
lighter renditions. For volume purposes Marrona, the warm 
medium brown, which has been steadily mounting in popularity 
since its introduction several seasons ago, has again been 
adopted. It is the darkest brown leather shade consistent with 
the growing fashion movement toward more animated browns 
in costumes and accessories. Marrona also has the added rec- 
ommendation of being a glove color. Indies Brown, which 
served long and well, has therefore been supplanted. 

“Brown shades have been with us for several seasons. They 
have been good, safe browns, however, for the past two sea- 
sons we could see a gradual lightening in these brown shades, 
until today the color which many have termed ‘Indies Brown’ 
is entirely too dark to consider for Fall. However, the Indies 
Brown I refer to is a Black Brown and it is very probable that 
considerable leather has been sold as ‘Indies Brown’ which 
might very probably be termed Marrona. This Marrona shade 
is the darkest shade of brown recommended for Fall. 

“The next lighter shade than Marrona is a new color named 
Cinnamon Brown. This is a new version of the Ginger type and 
will have considerable importance as it can be used as a blend- 
ing color or in combination with many other lighter shades. 

“Chaudron has a: copper or rust tone. While probably not 
quite so important as the other browns, it will have increased 
use in high fashion shoes. 

“Another exceptionally good new color is Spanish Tan. This 
has been developed from the color Bourbon, which has been 
unusually good for the last two seasons and is a little lighter 
and less ruddy than Chaudron. This will be volume and high 
fashion. 

“The Blue recommended for Fall will be the Marine Blue, 
which has been the safest blue we have ever used in leather. 
While Blue is usually a Spring color, it will probably have in- 
creased use this Fall in combinations. 

“While Grey is not usually a Fall color, there will be some 





Buying to Complete 


Promotions to Sell 


used and the color selected is Smoky Grey. This will also be 
used in combinations. 

“There is a possibility of two other colors being important 
for Fall. These are Oriental Oxblood and Araby Green. 

“In considering a Purple, it was decided that the safest cast 
of purple would be a very deep purple and the color which we 
have named Aubergine is similar to the color of an eggplant 
and is the correct purple for Fall. This color has promotional 
possibilities in high style shoes. 

“Bronze has been put on the card for the coming season as 
it will undoubtedly have some place in the fashion picture. 

“There has been a separate group of colors named ‘Racing 
Colors,’ which will undoubtedly have a place in certain types 
of shoes (particularly in the sport and peasant type) and in 
certain finishes of leather. However, I would call your atten- 
tion to the color Paddock Tan, which has been placed in these 
Racing Colors and which will have considerable use in high 
fashion shoes both as an all over color and as a trim on suedes. 

“Men’s Colors:—The development in the use of men’s colors 
has been very interesting, as each season we are seeing an in- 
creased use of colored leathers. However, the Bourbon shade 
still predominates and there is undoubtedly more of this shade 
used than of all the other shades. All of the shades selected 
are repeated from last season except Midnight Blue, which will 
have some acceptance to be worn with dinner clothes. 

“Harness Brown will be important as a light color in some 
localities. 

“Vintage Brown is a cordovan type of color and will have 
limited use.” 


The Women’s Styles Committee chairman, Thomas 
F. Callahan, did a masterly job of conference conduct- 
ing under the most difficult of situations. He had to 
read and re-read the original questions and answers. 
In the majority of cases shoe merchants from the floor 
called for a “new deal.” Finally these trends were 
whipped into shape, passed by vote and became the 
basis for preparation of styling for the Fall season. 
High light reports of each committee appear on follow- 
ing pages, and the ideas of fashion come to you fresh 
from “the making room.” 





TYPES of Fall clothes which will be important were 
outlined by Miss Rhea Nichols at the Women’s Style 
Committee meeting, held at the Waldorf-Astoria Hotel, 
New York, on Monday, the first day of the shoe indus- 
try’s semi-annual style conference. 

Miss Nichols predicted that the tailored two-piece 
suit will be continued in Fall fashions; she emphasized 
the suit consisting of dress and a three-quarter-length 
coat usually fur trimmed; the End-of-Day costume, a 
new name for the cocktail or dinner costume which is 
formal but simple and requires a fairly tailored shoe; 
the volume tweed suit or top coat costume for the 
country. 

Clothes for the occasion will be stressed more than 
ever as women have more money to spend on clothes. 
Most important of these occasion costumes is the Day- 
Long costume which can be worn from morning until 
night in town. This will be more feminine than mascu- 
line in its interpretation, simple in line and given an 
individual touch in interesting and colorful accessories. 
Country clothes belong in every woman’s wardrobe, 
now that the long week-end is becoming more impor- 
tant in America. The End-of-Day costume bridges the 
interval between day clothes and formal evening clothes 
and brings in simple but elegant costumes for formal 
wear. It is not to be confused with the full evening 
clothes which make the fourth costume category. 

The use of color is the dominant theme of the season 
in new alliances of two or three shades, with the volume 
in two color combinations. Accessories may match the 
costume or serve as an accent. When they match there 


is always an accent somewhere in a costume, in a blouse, 
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FALL Fashions 


CLOTHES for 


Miss Rhea Nichols gives the general 
fashion picture at Style Conference 


MISS RHEA NICHOLS 


or in a trimming on a dress. The monotone costume 
is out. 

Black is both staple and high fashion this season. 
Black for accessories contrasted with the costume color 
have a high fashion place. The touch of black on a 
colored shoe is very significant. The importance of the 
black suit for sports and tailored wear should be noted. 

Brown in clothes is suffering because of the im- 
portance of black and colors, but brown is better off 
in accessories. Brown shoes trimmed with russet will 
be volume. Brown shoes trimmed with black are high 
fashion. The silhouette is young with narrow or pleated 
skirts, and skirts continuing short. There is surface 
interest in most costume fabrics, but the extremely 
bumpy weaves are out except for rough country clothes. 
Extremely smooth surfaces are high fashion. 

Shoes to fit into this picture are simple though not 
plain. Dramatic lasts and dramatic colors do enough 
to make them new without elaborate trimming. The 
dominant note in patterns is the high front and the low 
cut D’Orsay side. Surface contrast will be used as be- 
fore, though the one surface shoe is newer. Treat- 
ments always emphasize patterns and lasts with dress- 
maker touches such as pipings, cordings, ruchings, bend 
ings, with new laces, buckles and other novel adjust- 
ments featured. 

There is greater individuality in heels with fewer flats 
and the 13 to 14/8 heels the starting point. The 16/8 
heel is the volume heel for walking shoes; 18/8 are 
both staple and high fashion in dress types, while ex- 
tremely high heels for spectator use are high fashion. 

Miss Nichols concluded her part of the program with 
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to Re-emphasize 
the OCCASION 


Miss Ruth Kerr outlines fashion 
influences affecting Autumn shoes 


a timing suggestion, giving the sequence of seasonal 
merchandise. She brought out the point that the new 
merchandising scheme is to plan for a four to six week 
interval instead of for six months. 

For August to September are proposed dark shoes to 
wear with carried-over Summer and Spring costumes, 
featuring patent trimmed with suede; fabric, patent 
leather, kid, calf and grains. For October selling new 
accessories for new Fall costumes. Suede with trims 
of patent and reptile, calf and kid; reversed calf shoes; 
all-over reptile; grains and glove finished leathers to- 
gether with calf and kid. 

For the last season are proposed severe Winter- 
weather shoes to make November and December profit- 
able months and to take advantage of the severe Winters 
we have been having. Welt walking types and bootees 
are included in this classification. The point was made 
that late in the season was the logical time to feature 
these boot ideas. For the welt types are proposed plain 
kid and calf in the brighter colors, such as Araby, Ox- 
blood and Aubergine to give new interest and to tie in 
with the bright colors worn in under-coat dresses. 


A GREAT many influences from many sources will 
have their effect on color and pattern this Fall, Miss 
Kerr believes. She referred first to the Margot interest 
of this Spring which will carry on this Fall in a 
slightly different form. The Margot influence stemmed 
from a 17th Century play, popular in Paris. Katherine 
Hepburn’s picture “Mary, Queen of Scots,” which mil- 
lions will see, deals with the same period and will, 
The high-in-front, 


therefore, continue the influence. 


MISS RUTH KERR 


low-at-the-side shoe is its most important expression. 

Exhibitions of paintings have been and will be impor- 
tant from the promotional angle, notably the Van Gogh 
and Gaugin exhibits in America, the Chinese exhibit in 
London, and the Flemish exhibit in Paris. An exhibit 
of Goya paintings has stimulated the Spanish influence 
with its boleros, sashes, tassels and fringes. 

The world thoughts of war should also be considered. 
We have had this same idea with us in so-called “musi- 
cal comedy motifs,” now becoming less extravagant, but 
still dominant. 

The peasant influence, particularly the Tyrolean, 
continues, with special interest created by the skiing 
It was pointed out that the ski boot was in- 
Another 


vogue. 
fluential in bringing about the walled last. 
sports theme is the bicycle vogue which should be 
watched. 

The posture fad, which is taking the place of diet in 
conversation, also has its effect on shoes. So also does 
the “swing craze” in music which bids fair to bring 
hack a craze for dancing almost as intense as it was 
in Irene Castle’s day. 

The mourning period in England has expressed itself 
in the grays, the mauves and violets of this Spring, and 
is felt in the Aubergine and Belmont purple colors of 
the Fall picture. 

In contrast to the mourning period, is the coming 
Pre-Coronation period and new Edwardian era of Ed- 
ward the VIII. This will bring with it a great elegance 
in clothes for presentations at court and a better under- 
standing of “clothes for the occasion” in which the 


English woman excels. 














RUTH KERR tells the color and 
leather story to the Men's Style 


Meeting under the chairmanship of 


GEORGE HESS. 


COMPLETE 
SHOE 
WARDROBES 


THE usual coterie of men’s reporters, advisers and 
shoe retailers plus some new faces from the apparel 
fields, made their appearance before the Men’s Styles 
Committee meeting of the National Shoe Retailers 
Association at the Waldorf on Monday. It was an un- 
usually good meeting because the play and by-play 
were fast and the comment was unusually good. 

An indication of the improvement in the retail men’s 
business may be seen in the keynote this year to sell 
a six-pair shoe wardrobe. We remember the not so 
distant past when the ardent hope of the retailers as- 
sembled was to get an extra pair or two. Now they 
are talking in “sixes.” 

The session opened to a_ well-filled, if slightly 
smaller room. From the apparel lines came Sylvan 
Kronheim, C. Gardner Precktel of Palm Beach Com- 
pany and A. Baum of the Hickey Freeman organiza- 
tion. Mr. Precktel told of the importance of whites as 
Summer and a cruise propostion, while Baum related 
the history of the color movement now such an im- 
portant part in men’s wear. He made a plea for a 
more complete wardrobe to complement adequately 
the clothes the American men are wearing. Inci- 
dentally, this was the suggestion that later evolved into 
a keynote of the meeting. Sylvan Kronheim told the 
percentages of color in woolens and broke it down 
geographically, classifying the various woolen colors 
into their correct relationship to men’s shoes. 

Ruth Kerr, in her practical style, told the story from 
the tanners’ angle. She said that, self-appointed style 
authorities to the contrary, brown and more brown, 
particularly bourbon, is being worn in England and 
in America with blue and the lighter grays. More men, 
said Miss Kerr, would be wearing color if their women 















And a Three Sequence Fall Season Feature Men’s Style Meeting 





didn’t kid them every time they appeared in an en- 


semble that was not dull and somber. The way to get 
color in men’s clothes, she said, was to educate the 


women. 

There are no new colors for Fall, the tanners feel- 
ing that some further promotion of the current colors 
is most necessary. Miss Kerr stole the honors of the 
day with an eleven-page booklet on Pedigreed Fashions, 
illustrating the ten classic shells used in men’s shoes. 
With the distribution of this leaflet, the morning session 
ended. 

* * * 

The text matter and illustrations of Miss Kerr’s 
booklet served to focus the attention of the afternoon 
meeting on lasts and patterns. Howard Vining sug- 
gested that the brogue last be promoted as a classic 
itself and not as brogue detailings over other lasts. 
He said it was the most correct last for heaving Scotch 
grains and prophesied a movement towards wider but 
not wide shoes, saying that “needles” are definitely 
on the wane. 

Gilbert Hahn, of Washington, said that it was the 
experience of his store that English custom toes that 
were not too extreme were definitely selling; while 
Arthur Adler of New York expressed considerable in- 
terest in brogues and Scotch grain calf. 

Miss Kerr, returning to the afternoon session, sug- 
gested a three-sequence season for merchandising. She 
showed some new wall-lasts for men, which immedi- 
ately precipitated a discussion. At George Hess’ sug- 
gestion, an outline for a shoe wardrobe for men was 
propounded. Here it is in brief: 

One pair of black calf over three or four given 

[TURN To PAGE 51, PLEASE] 
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@ The Porto-Pedic Patented Air Cushion 
is shaped to the sole of your foot. It cush- 
ions the heel, cushions the arch, cushions 
the ball and cushions the toes. The pure, 
live sponge rubber contains 60% air, and 
it remains springy and resilient through- 


out the life of the shoe. 








Patented 
U, S, PAT, OFF, 


@ EVERY man needs the PORTO-PEDIC Shoe. Men interested strictly in style can find 


it here... . . tested patterns and leathers that sell every day in the year. Men who seek 
comfort need look no farther .... . for the Porto-Pedic Patented Air Cushion, the Porto- 
Pedic Shock-Absorbing Heel, the Porto-Pedic Leather Arch Rest combine to give supreme foot 
ease ..... to perfectly normal feet as well as feet with chronic weaknesses. 


The popular retail prices . . . . $5 and$6... . . appeal to the maximum number of men. 


Porto-Pedics can open up for you a new field for extra sales . . . 

sales that you cannot get with any other type of shoe. Let us tell 

TO RETAIL you how easy it is to greatly increase your men’s business. Write 
for Catalog. 


AT 
5 J 6 PORTAGE SHOE MFG. CO., Milwaukee, Wis. 


24) PORTOLedic 


IN STOCK * AIR CUSHIONED SHOE * 
by PORTAGE 
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CO-ORDINATING SHOES 


by 
BESS M. GROUT 
Gude's 
Los Angeles 


BBEFORE a dollar’s worth of hosiery or hand bags 
is bought at Gude’s, a thorough study is made of the 
current style and price situation. This store is fully 
alive to the very close fashion and sales relationship 
existing between all wearing apparel and accessories, 
so this research is made in conjunction with the shoe 
pre-season survey. In this way a thorough knowledge 
of the season’s style forecast is available to all. 

The question is often asked, “Just how do you go 
about gathering all this information, especially when 
so much of it is apparently conflicting?” In the first 
place, all style publications, both foreign and Ameri- 
can, are carefully searched. A study is made of cou- 
turier mid-season showings. World-wide events and 
happenings many times have their great influence on 
our styles. Then we have our local designers to watch 
right here in Hollywood. 


Specimens of materials charts used at 
Gude's to help co-ordinate shoes and 
current fashions in fabrics. 


Fabrics, materials and leathers are all gone over 
from all angles. The silhouette is being watched very 
closely, as this is most important in determining many 
types of shoes and, incidentally, many types of hosiery 
and bags. Shoe patterns, heel trends and even lasts 
influence hosiery and bags just as does the color situ- 
ation. 

Right now the Chinese exhibition in London is giv- 
ing us the floppy hats, Chinese reds, dragon greens 
and Chinese jewelry. The widespread use of patent 
leather and lacquered belts and hats all have their 
influence on shoes, hosiery and bags. 

All this forecast is in our minds before we even start 
to buy. 

Immediately after the shoes are bought, a material 
chart is made. This is divided into sheets showing 
each of the following shoe materials: Suede, patent, 
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with HOSIERY and ACCESSORIES 


kid, gabardine and reversed leathers for sports wear. 
Each sheet is arranged by showing a swatch of the 
leather to the left, then the name of the color, together 
with the shoe buyer’s notation of how well this shade 
and material will sell for the coming season. The 
number of the leather and the name of the tanner 
completes the record. 

Now comes the next step, that of making a hosiery- 
buying chart schedule. This is done after the various 
hosiery lines have been carefully gone over and the 
best numbers picked from each one. A judicious se- 
lection is necessary, as a good-wearing crépe will come 
from one house, an excellent two-thread from another, 
while a third house may supply a one-thread. This 
process of buying does not mean doing business with 
many houses, not more than four to six at the most. 

It is necessary to buy as many different types of hose 
as there are types of shoes in which the store spe- 
cializes. Different weight hose are needed because of 
the many different uses. It is well to buy for active 
sports wear, for street wear welts, for spectator sports 
types, for afternoon, for semi-formal and formal wear. 
This does not necessarily mean a large stock, but it 
does mean a well-rounded active stock which is turning 
all the time. , 

First orders are placed early so that the hosiery will 
be on the shelves by the time the shoes arrive. First 
orders are rather moderate ‘in size, for oftentimes new 
things come into being which upset the original sched- 


A Practical Working System That As- 
sures Style-Rightness and Has Helped 
to Build a Most Suecessful Accessory 


Business for Gude‘’s in Los Angeles 


ule. At no time are any large orders placed, even 
though the store is so far from the market. 

The buying schedule is just a large double sheet of 
paper ruled off into as many divisions as there are 
lines carried. Each division has this information: 
Name of maker, maker’s stock number, our stock num- 
ber, cost and retail price, thread and gage, type of 
stocking, and percentage of gross profit. An estimate 
of how many of each number will be required for the 
opening and second orders is also made. 

All of this sounds like a tremendous amount of un- 
necessary work. Of course it would be much simpler 
to order from the salesman what he tells us will sell 
in his estimation. But when we carry 1, 2, 3, 4, 5, 6, 7 
and 8 threads and a gage range from 42, 45, 48, 51 
and 57 in many colors, we must know what actually 
are the right things to buy. 

Separate hosiery and bag departments are main- 
tained on all floors selling women’s shoes, and men’s 
hose is carried on the men’s floor. Different types of 
hose and bags are carried in each because the buying 
appeal is different. The first floor specializes in 
women’s shoes from $8.75 grades up to $14.50; the 

[TURN TO PAGE 31, PLEASE] 


One of the several 
hosiery and accessory 
departments in Gude's 
famous store in Los 
Angeles. 











PROTECTED BY AMERICAN AND FOREIGN PATENTS 


FOR HOSIERY 


DISPLAY 





H ERE’S a good tip for Spring. — Display your 
new hosiery on Fairy Forms, both in the window 
and on your counters, and you'll notice an increase 
in hosiery sales at once. 


There’s a good reason for this. Fairy Forms make 
a true-to-life background for every pair, and women 
can easily see just how the hosiery looks when worn, 
for all the good points of style and workmanship are 
prominently displayed. The result is that all hosiery 
looks so good that they want to buy at once. 


Take this tip—Order Fairy Forms today! 


SHOE FORM CO., Inc. 
AUBURN, N. Y. 


Manufacturing Branches 
United Last Co., Ltd., Montreal, Canada 


Nerthampten Frankfort 
and Paris 
Melbeurne, Australia France 


Germany 
Mexico City, Mexico 
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Fitting 

WHAT may have been lacking in numbers, due prob- 
ably to the near approach of Easter, which kept many 
who would have otherwise attended from the meeting, 
was made up in enthusiasm at the Children’s Style 
Session. A. B. Toomey, chairman of the Juvenile 
Division, kept the discussion, both general and specific, 
strictly confined to the matter in hand and as a result 
the report, when issued, will surely be constructive. 

The one point most strongly emphasized throughout 
the entire discussion was the primary importance of 
correct fitting, since foot conditions for life depend 
upon foot development in childhood. Discussion dwelt 
upon the development made already in proper lasts. 
With the progress thus far made, it was brought out 
that the child’s normal foot can be appropriately and 
healthfully shod, provided the knowledge, skill and 
appropriate resources of stock are available. 

As in previous reports, the forthcoming one will 
accent the necessity for the retail merchant to provide 
these facilities if he is to conduct a juvenile depart- 
ment at all. The importance of a juvenile department 
was stressed—not alone because of its profit value to 
the merchant when properly conducted, but also be- 
cause the juvenile business represented the most perma- 
nent business of the retail shoe store. This, because 
confidence once established in the mind of the parent, 
assures continued patronage to the merchant and the 
child, as it matures, is more firmly attached to the 
store. For this reason the report will urge more ade- 
quate promotion in the children’s division, and a more 
generous advertising appropriation for this division in 
the store’s business. | 

In this discussion, dealing with the boys’ and youths’ 
division, it is felt that present tendencies are so general 
toward using children’s shoes in the size ranges up to 
one that it is desirable that the classification of little 
gents’ shoes be abolished entirely and that boys’ and 
youths’ shoes holding the present separation, begin with 
youths’ at size one. In the style analysis, it was generally 
felt as to colors there would be in the Fall a trend toward 
slightly lighter brown. This trend in no sense is as 
strongly emphasized as it probably will be in the adult 
shoes, but it is nevertheless important enough for com- 
ment. No radical changes in lasts. The subject of 
lasts will be more strongly emphasized in the fore- 
part of the report, since they are concerned with ortho- 
pedic rather than style development. 

Some thought and discussion were in evidence on 
the subject of the 8/8 heel and the square toe, these 
being more in the way of conjecture than specific 
recommendation. 

All together the Juvenile Style meeting might be 
truly considered as being one of the most constructive 
held in recent years. 








Children’s Conference Emphasizes 
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Co-ordinating Shoes with Hosiery 


[CONTINUED FROM PAGE 29] 


second floor, or Rose Shop, has prices 
from $4.45 to $7.75, while the third 
floor is the Arch Preserver Shop. Cer- 
tain stockings sell well on all floors, 
just as the $2.95 price for bags is the 
most popular throughout the house. 
Bag prices range from $2.95 to $25. 

Much of the same buying routine is 
experienced in buying bags as was out- 
lined in buying hose. The bag stock 
is predicated on the shoe stock. All 
bags are bought to go with shoes. Bags 
should go with shoe colors and mate- 
rials, but it is not necessary to be de- 
tailed precisely the same. Fashions 
in hand bags change much more rap- 
idly than most people in the trade 
realize. This makes it hard for those 
of us who follow the fashion trend 
very closely. Our bag business has 
been built by having always a fresh 
stock of the very newest correct bags. 
We must know in advance when en- 
velope patterns are on the wane, when 
handle and pouch kinds come in strong 
and all other fashion trends. 

It is well to study the detailing and 
finishing of the interiors of bags, the 
linings, frames, mirrors, etc., for in all 
cases these details tell the story of the 
desirability of the bag to the consumer. 

It is safe to assume that one cus- 
tomer in ten is a good bag prospect. 
This is taking into consideration the 
many regular customers who come in 
from the street. It therefore follows 
that bags must be merchandised in 
precisely the same manner as are the 
shoes, because they are bought to com- 
plement the shoes. New bags should 
come in when the new shoes arrive 
and should go out in exactly the same 
order. Bags arriving after the shoes 
are well sold cause both items to lose 
the proper sales appeal. 

Shoes, bags and hosiery are vital ac- 
cessories to the present mode, so the 
shoe store is the logical and natural 
place in which to do a real substantial 
accessory business which will pay sat- 
isfactory returns for the capital in- 
vested and the time spent in develop- 
ing it. Women like to buy their bags 
when they are buying their shoes. A 
shoe store can measurably increase its 
prestige by having a first-class selec- 
tion of hand bags. This does not neces- 
sarily mean a high-priced stock, but it 
does mean a carefully selected one 
that is fashion right. 

A well-trained sales force is of the 
utmost importance to any one endeav- 
oring to do a real hosiery and bag busi- 
ness. The shoe boys must be kept in- 
terested in bringing the customers to 
the hosiery counters. They must be 
informed of all the new arrivals and 
the reason for the new things being in 
stock. This is doubly true in regard to 
the girls behind the hosiery cases, for 
they in addition must know the stock 
so that they can furnish valuable style 
ae on everything they have 
0 sell. 


A smart buyer has a sales force 
working for him at all times. Unless 
there is real teamwork, the best mer- 
chandise in the world will not sell. 
Great efforts are constantly being 
made here to educate the selling or- 
ganization to be so open-minded that 
they can immediately sense the new 
ideas and new styles the instant they 
are presented. 


Setting a Volume 
Ratio on Hosiery 


WHITTIER, CALIF.—Earl Douglas of 
Edgington-Douglas, one of the leading 
family shoe stores in this city of 15,000 
people, sets a volume ratio for hosiery 
sales and, live or die, he maintains that 
ratio. Hosiery is one of his hobbies but 
it is business also. This, of course, is 
a quality store. 

Here is the way Mr. Douglas deter- 
mines the volume ratio: He takes the 
volume in retail sales (dollars) of wo- 
men’s shoes as his yardstick or cri- 
terion. He measures by that. 

The volume in men shoe sales must 
be at least half of that. 

The volume in hosiery must be half 
that of the volume in men’s shoes. 

The volume in men’s shoe sales must 
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be half of the volume in men’s also, 
while a definite dollars - for - the - year 
standard is set for volume in findings. 

“IT would be lost without a quota like 
this,” says Mr. Douglas, “and we make 
our quota, usually pass it on hosiery. 
One must have a target if he is going 
to aim at marksmanship.” 


Some of the "Hows" of It 


Shoe retailers, no doubt, are more in- 
terested in the “hows” than they are 
in the “whats” of the game, so here are 
a few of the “hows.” 

The sales girl at the hosiery counter 
gets a bonus in addition to salary. 
When she sells a pair in the price range 
between $1 and $1.15 she gets 2% 
cents; from $1.15 to $1.50, 5 cents; 
above $1.50, 10 cents. 

In selling hosiery below $1 she must 
sell two pairs at least to get a bonus, 
then it is five cents. 

When she sells a box of three pairs 
she gets an additional 5 cents in any 
price range. 

It is obvious that the primary intent 
of this bonus plan is to induce or sti- 
mulate the sale of hosiery above $1 per 
pair and right now more than 85 per 
cent of all sold are above $1, in spite 
of the fact that an 89 cent number of 
quality is always stocked. 

More than 67 per cent of all sales 
are two-pair sale or larger. The two- 
pair sale is stressed here and ex- 
perience has proved that the two-pair 

[TURN TO PAGE 61, PLEASE] 





WHAT HAS 
LEGS BUT 
CAN'T RUN? 


NOW FEATURED BY 


LEADING STORES 
to build up their entire hosiery business 
PROVIDES A 42% MARK-UP 


Fun Away 


the new stocking that simply CAN NOT run 


Full-fashioned, cob-web spun, Jock-stitched throughout to 


positively lock out all runs. 


Now a major sales item in many leading shoe stores. The 
dramatic run-proof feature immediately interests your cus- 
tomers and provides the perfect transition from shoe sales 


to hosiery sales. 


Easy to sell, assured repeat business and a satisfying 


mark-up of 42% on each sale. 


Write for samples and tested merchandising suggestions. 


SCHUYLKILL VALLEY MILLS 
SPRING CITY, PA. - EMPIRE STATE BUILDING, N. Y. C. 
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WITH STYLE TO THE FRONT—ON GUARD! 


STYLE breathes a little more independently these days. 
The extraordinary thing about style is that it lived 
through the depression in spite of the many economic 
repercussions. It was a sort of “leaning tower” of 
fashion, hanging on to its old foundations for fear that 
it might topple over and carry with it many businesses 
that were pretty shaky. A national character to style 
was evident—standardized, sober, safe. 

Another amazing thing is that the leading stores in 
most cities and towns (those leading a life of style 
and quality) actually survived the attacks of price. 
These stores today demonstrate that they have vitality, 
energy and strength to stage both a quality and style 
comeback. Style selection now becomes more _indi- 
vidual, more sectional, more difficult. 

So this week’s meeting of the shoe industry, the 
Leather Opening and the Styles Conference was a pretty 
encouraging thing. Proof was given that the shoe 
business had a merit, validity and value in the eyes of 
the public to justify its moving forward. It takes strong 
convictions, good shoemaking, good taste and good 
fashion to keep a leading store in the vanguard through 
the depression. It now takes courage to venture, the 
audacity to try something new and diversity in lasts, 
materials and colors to get into a profitable upswing. 
Many a merchant coming to this conference has demon- 
strated his ability “to take it” and to move forward. 
Many merchants said that they were planning new 
stores, new stocks, new promotions and were not 
frightened by better prices. 

This week’s gathering of merchants in New York was 
a tonic in itself. Comes a warning to every other mer- 
chant, everywhere, that the game is not getting easier 
with the return of better business but that competition 
itself has sharpened every tool needed in business. It 
takes super-ability and super-audacity to win. Signif- 
icant indeed was the statement made by President Louis 
F. Tuffly, who said: 

“Last year’s shoes really look old. Even those 
we got this morning look old, if we go to a sample 
room this afternoon. The importance of shoes 
this season is the manner in which they are being 
romanced and dramatized. It is no wonder that 
crowds gather around shoe windows, as has not 
been the case for a long time.” 





By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


So you see, the public is more exacting as well as 
more appreciative. Many a merchant had better look 
at his old stock with a cold, critical eye, for the ginger- 
bread shoes of a few months ago give way to reason for 
style. We are in a period of change. Make no mistake 
about it. The new patterns will make deadly obsolete 
the old hashed and worked-over patterns of the past. 
Perhaps that is one of the reasons why it wasn’t pos- 
sible to prepare a clean-cut styles program for Fall 
1936 at this styles conference; but a world of wisdom 
was packed into a few paragraphs by Miss Rhea 
Nichols, who played a prominent part in this meeting: 

“Every business is different. Every community is different. 
The United States is a big place. Nations can’t be sure whether 
they will be in war by the time you are ready to promote Fall 
shoes. If they can’t be sure about the status of peace, what 
can we do in a program of this kind? The only thing we can 
do with assurance is to hedge our report with an explanatory 
note to retailers saying “These are merely trends.” Because of 
the mechanical problems in our industry, we have to have these 
meetings early because of the pressure that manufacturers put 
upon the tanners. The time element is very important. The 
very day, the very era we are living in (where things are 
changing overnight—even the Supreme Court makes momentous 
decisions overnight affecting business and the public), makes it 
hard to formulate anything definite. 

“All these economic trends are reflected in fashion. The 
millinery people have stolen the show for years. The hats of 
one season cannot be used the next season. Naturally we are 
more limited because of the anatomy of the foot. We can’t do 
in shoes what they can do in ready-to-wear and millinery but 
anything we can give to the shoe people to keep promoting 
shoes, to make women more shoe-conscious, is all to the good. 
It is the one thing that will keep your business up.” 

So to every merchant, everywhere, goes the respon- 
sibility of studying his own particular public, as he has 
never done before. It is a living, vibrant, healthy pub- 
lic when it comes to fashion in footwear and to antici- 
pate these wants is a triumph to his selection. These 
pre-Easter Saturdays, that show sales totals the like 
of which have not been experienced since ’29, are an 
indication of fulfillment of desires. For even if the 
great American public has not as yet got the money to 
show its prosperity, it has a desire to buy new and 
different shoes to indicate its hope of better times ahead. 
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The Newport, No. 4501, Tan Calf and Genuine White Jack Buck; No, 4301, Genuine White Jack Buck, 
Color Calalog on request. 


“Frank Jarman Custom Shoes 


are bringing new customers to our store” 


VV. STOCKED a representative line of Frank Jarman Custom Shoes when 
the line was first presented and have been delighted with the results. 
We found a much greater demand for a high grade shoe at this price than we 
had anticipated. Our customers are well pleased with the high style offered as 


well as the excellent fitting qualities. Frank Jarman Custom Shoes are bringing 


lormauth lei 


La Biche and Legendre 


New Orleans, Louisiana 


a 
Prank flarman C este Shes +6 2 


JARMAN SHOE COMPANY, NASHVILLE, TENN. ¢ Division General Shoe Corp. 


new customers to our store every day.” 
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NY PROCESS COMPANY 


RAL STREET, BOSTON, MASS. 
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Leather Man Flower Judge 


Boston, Mass.—C. F. C. Stout, presi- 
dent of John R. Evans & Company, was 
a judge at the Flower Show held dur- 
ing the week ended March 28, in the 


Cc. F. ©. STOUT 


Mechanics’ Building of Boston. He was 
accompanied by Mrs. Stout, who shares 
with him a deep interest in gardens 
and flowers. Mr. Stout is a past presi- 
dent of the Pennsylvania Horticultural 
Society, and flowers have been his 
hobby for many years. 


Style Booklets Sell Shoes 


for Minneapolis Store 


MINNEAPOLIS, MINN.—Situated in a 
city that is the focal point for a wide 
territory of small towns, Napier’s, 909 
Nicollet Avenue, has conceived the idea 
of selling the great number of women 
customers in these towns by means of 
seasonal Napier booklets. They have 
just issued their brochure of Napier 
Shoe Styles for Spring, 1936. 

Originated 20 years ago, when the 

first Napier Shoe Shop was compara- 
tively young and located in Omaha, 
Neb., the Napier booklet has sold so 
many shoes by mail, year in and year 
out, that it not only receives full credit 
for Napier’s large mail order business 
but actually sells new customers every 
year. It is now a common thing for 
women to write in for the Spring book- 
let as early as December. 
; Napier’s Spring Booklet for this year 
is 24 pages, and pictures 32 shoe styles. 
The last page is devoted to Napier’s at- 
tractive Hosiery Shop. 
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BURNING CALLOUSES 


4 out of 5 women who 
enter your store are tortured 
by metatarsal callous pains. 
That means 80% of your cus- 
tomersare potential buyersof 


into 


PROFITS 


Made from the finest 
quality full grain, 
gray finish cowhide. 
Easily applied 
in a few seconds. 
Sticks in position as 
long as the shoe lasts. 
List Price, 

$6.00 Dozen Pairs 
Retail Price $1.00 Pair 





é 
REG. U.S. 


Build extra sales, extra prof- 
its, quicker sales, minimize 
returns and complaints on 
shoes that cannot be fitted 
properly without Trimfoot. 
Trimfoot provides a maxi- 
mum of foot comfort instantly. 


vor 


PAT. OFF. 


SALES TIP: 
When no shoe in stock 
seems to fit... just T.O. 
TO TRIMFOOT and 

save the sale! 
e 


Order a few trial pairs now! 
Write today for FREE Booklet, 
‘‘Here's How’’, 


WIZARD COMPANY ¢ watsait tnctanp 


Canadian Distributors: Canadian Specialties, Ltd., 49 Sanford Ave. S., Hamilton, Ont. 
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WHERE STRENGTH AND 
STURDY CONSTRUCTION 
ARE ESSENTIAL .. . 


Experienced manufacturers and retailers 





know the importance of strength and rigid- 
ity in shank construction and wood heel 
attaching. 


Based upon sound shoemaking principles, 
Unishank and GM Wood Heel Screw 
Attaching combine to promote security to 
the finished shoe. These thoroughly tested 
methods add strength, increased durability, 





and comfort to the shoe throughout its life. 














UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 















vs 
BARNET 


SUED 
is established 











fitted carefully —but above ° 
all the Child’s foot e e 


No shoe merchant worthy of the name should stand 
by and do nothing about the increasing sale of chil- 
dren’s shoes “over the counter’—shoes that are not 
fitted—shoes that endanger growing feet. 

Put this 8 in. x 14 in. card in your win- 
dow. It will help mothers to realize 
the danger of unfitted shoes. 





Sent 
upon 
request 


Over 100 


smart Weather - Bird 
styles for boys and 
girls of every type and 
age. See our catalog. 
Order now from this 
super-fitting line for 
growing feet. 


LT THE KEY TO SUCCESSFUL RETAILING 


1. MORE WEAR. 2. SAFE STYLING. 3. BROAD SELECTION. 
4. IN STOCK. 5. QUICK DELIVERY. 


PETERS SHOE CoO., ST. LOUIS! 


Branch of International Shoe Co. 
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To Honor George Marott 

INDIANAPOLIS, IND.—George J. Marott will be hon- 
ored April 2, when the American Bowling Congress, 
in session here, observes “Marott Night” at the Indiana 
State Fairground coliseum. Marott won this recogni- 
tion by having sponsored a Congress team longer than 
any other person. 

Preceding the celebration and in recognition of his 
service to this community as well as to bowling, a 
group of friends are to give a dinner at the Marott 
Hotel in his honor. 

Leaders in the shoe manufacturing industry who will 
be present are: Frank C. Rand, St. Louis, chairman of 
the board of directors of the International Shoe Corp.; 
Walter T. Dickerson, president of the Dickerson Shoe 
Co., Columbus, Ohio, and Howard C. Freeman, presi- 
dent of the Freeman Shoe Co., Beloit, Wis. 

Guests at the dinner will attend the A.B.C. tourna- 
ment in the evening when the Marott sponsored team 
is scheduled to bowl at 10.30 p. m. 





Slippers Featured in Dallas 

At Neiman-Marcus a tiered case of boudoir slipper 
samples dominates an entire wall in the shoe depart- 
ment, and serves to keep alive interest throughout the 
year in what is new in boudoir slippers. 

At W. A. Green Co., John Willism buyer, drama- 
tizes house slippers with well-planned moderate price 
advertisements using ample white space. 

A boost to this slipper type of business is being 
given E. L. Kelton’s women’s and men’s shoe depart- 
ments at Dreyfuss & Son by the advertising manager, 
Don Baxter, whose policy in having new Spring lingerie 
sketched is also to sketch appropriate boudoir slip- 
pers and use copy on them with no charge to the shoe 
department. This policy assures a maximum amount 
of advertising for the boudoir slipper department, 
and is making customers think of new boudoir slippers 
when they think of other new ready-to-wear for bed- 
room or house wear. 





New Styles in Miami 

Miamt1, F1La.—Two good-looking shoes are being 
offered at Cowen’s Shoe Store in both the East Flagler 
Street, Miami shop and the one on Lincoln Road, Miami 
Beach. They claim this is a new fashion, making its 
debut in Miami “five months ahead of the nation,” ‘and 
indicates a definite trend which will be followed by 
smart women all over the country during the Spring 
and Summer of 1936. 

The first shoe is a smart Trotteur type oxford, of 
white patent kid and “pinlin,” a new shoe fabric that 
lends itself to tinting. The shoe is so constructed as to 
permit of as many as four colors being used, thus mak- 
ing it a practical shoe for wear with as many different 
costumes. 

The second shoe is a graceful airy patent sandal in 
“casino colors,” a clever combination of jewel tones 
applied in a design that suggests budding Spring leaves. 
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OR quick, easy ensemble 

selling, buy and display 
this season—with your fine 
footwear—handbags fabri- 
cated from Du Pont “Pyra- 
lin.” No wonder women like 
them—their gleaming sur- 
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WHITE WASHABLE BAGS 
Demand your attention 


faces are scrubbable, durable, 
colorful, pliable. The numer- 
ous styles and patterns are 
smart, distinctive. Specify 
handbags fabricated of DuPont 
“Pyralin” this year... they’re 
fashion’s favorite accessory. 


For information about these bags, write Du Pont Viscoloid Company 


GU POND 


REG. U. s. PaT. OFF. 


PY RALIN 


REG. U. S. PAT. OFF. 


DU PONT VISCOLOID COMPANY, INC. 


EMPIRE STATE BUILDING, NEW YORK CITY, N. Y. 
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Look 
for 


this label 


AS YOUR 
GUARANTEE 
OF QUALITY 

MERCHANDISE 


1S 


ap 


FABRICATED FROM 


“PYRALIN"” 


A OU PONT PRODUCT 
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Small, typewritten slips con- 
taining shoe style sugges- 
tions, featured in window 
trims of L. R. Samuels Shoe 
Co., Ogden, Utah, attract 
extra shoe trade. Note 
the slip on the upper left- 
hand corner of placard in 
this window. 


FOUR 
WINDOWS 
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THAT SOLD SHOES 


LAST week we showed a group of interesting win- 
dow displays from Florida, to illustrate the dominance 
of white footwear in a section of the country where 


Summer conditions have prevailed for some time, and 
to suggest the sort of windows that will be the vogue 
throughout the country before many weeks have passed. 
This week, we bring you a white shoe window from 
Southern California, Los Angeles, to be exact, Jesberg’s 
Walk-Over shoe store, if you wish to be even more 
specific. We picked it because we considered it an 


unusually appealing window display, but it’s equally 
interesting as another exhibit in the case for the white 
shoe. With Florida and Southern California both sold 
on whites to the extent evidenced in this photograph, 
and the ones we showed last week, there seems little 
left for the rest of the country to do but draw the 
obvious conclusion. 

As Florida has its Palm Beach, Miami Beach and 
similar resorts, so has Southern California its Palm 
Springs, and from all we’ve heard it’s truly a remark- 

[TURN TO PAGE 38] 












A Spring display of 
white shoes for the Palm 
Springs season, with a 
background of live cac- 
tus and Mexican scene. 
This display sold shoes 
for Jesberg’s Walk- 
Over Store in Los An- 
geles. 
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SAN PEDRO Y PABLO (BOLIVIA) 19,423 FT. 


COTOPAX! (ECUADOR) 19,488 FT. 


—but what a difference in size 
between the second and the 


vals Biggest Magayne! 


F wvsownd group interested in $15,000 sables and 
custom-made “toppers” may be reached by some 
small-circulation magazines. But for those everyday 
necessities and luxuries you sell, the magazine that 
reaches the most millions of homes is the one that 
produces “tops” in sales volume. 


Every week The American Weekly reaches more 
than 5,500,000 buying 
families... double the 
number of families 
reached by any other 
magazine! And that tre- 
mendous circulagion goes 
into the richest buying 
areas, reaching 1 out of 5 
to 1 out of every 2 fami- 
lies, where 70% of all 


[ea 


; The 
AMERICAN 
WEEKLY 








Greatest 
Circulation 


in the World 


families live and where 80% of all retail sales is made! 


This is the vast circulation support given you by 
manufacturers advertising in The American Weekly, 
the most powerful and productive selling support on 
earth! You are sure of speedier turnover when you 
stock products advertised in The American Weekly. 


What The American Weekly is 


The American Weekly, the largest magazine in the 
world, is distributed through the 17 great Hearst 
Sunday newspapers. 

In each of 158 cities, it reaches one out of 

every two families 

In 146 more cities, 40 to 50% of the families 

In an additional 139 cities, 30 to 40% 

In another 171 cities, 20 to 30% 

. and it reaches an additional 1,982,000 families 

in thousands of other large and small communities. 


THEAN ERICAN 


= DAWIEPKLY 





MORE THAN NEAREST 
COMPETITOR 


5,500,000 
CIRCULATION CIRCULATION 


“*The National Magazine with Local Influence’’ 
Main Office: 959 Eighth Avenue, New York City 
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FOUR WINDOWS THAT SOLD SHOES 


[CONTINUED FROM PAGE 36] 


Seasonable Style Presentations, East and 
West. That Produced Satisfactory Sales 
Results for the Stores That Used Them. 


able resort. Movie folk from Hollywood and society 
people from everywhere congregate at Palm Springs 
around this time of year, so naturally it’s looked upon 
as a proving ground of fashion. That beings so, Jes- 
berg’s planned this particular window display to tie 
in with the seasonal interest in Palm Springs, and at 
the same time gave it a Mexican flavor, because the 
Mexican influence is quite important in fashions this 


year. 
This window display proved to be not only an artis- 


One shoe across the board. Gimbel 
Brothers, New York, featured the six- 
button Chesterfield in a variety of 
colors and leathers, against a back- 
ground of fashionable suitings, pro- 
claiming it "the perfect suit shoe.” 


The smallest and largest shoe in the 
line were featured in the forefront 
of this window by Vanity Boot 
Shoppe, Hazleton, Pa., who offered a 
pair free to the first customers whom 
the unnamed sizes would fit perfectly. 
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tic success, but a very practical one as well. It actually 
sold shoes, according to our reports; in fact it sold a 
surprising number of pairs of light colored footwear 
and whites. The desert theme indicated in the back- 
ground painting was highlighted with living cactus, 
while a group of vari-colored wood bead handbags 
carried out the Mexican idea. Shoes shown were of 
the sports variety, active and spectator types about 
evenly divided. The shoes in the foreground, reversed 
calf with shawl tongues and heavy crepe soles, proved 
to be the outstanding sellers in this early Spring 
showing. 
The Gimbel window illustrated this week, serves as 
a striking example of something that is being done by 
many stores this season, namely the featuring of a 
popular style “across the board” in a number of dif- 
ferent materials and colors. In this instance the pro- 
[TURN TO PAGE 42, PLEASE] 
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Onics CALF 
CREATIONS ARE 
MERCHANDISING 
ADVANTAGES 


The fine character of Ohio’s Calf 









reflects itself both in its finish and 






its color tone, adds to the style 


value of your footwear, and makes 







the consummation of each sale 






faster and easier. The result regis- 


ters itself, too, in your use of the 






higher numbered ‘valves’ on your 







cash register! But thereafter comes 







the test of wear value. The tech- 






nique of our tanning is such that 






Color swatches will be sent on request as an aid in 
detailing your style program for early fall:— 

Kafforite, for women’s dainty footwear; Jetta, men’s 
and women’s weights; Suedes, white and colors; 
Kozy Calf, for snappy styles for women, misses, and 
children; Luxor, men’s quality shoes; Washette, 
white and colors; Fancy Grains, modish colors, dis- 
tinctive designs; Dressy Sport, boarded style leather. 





we intend that every shoe you sell 
















made of Ohio’s Calf shall worthily 







uphold your reputation for good 









service. 





A COMPLETE SERVICE IN FINE CALF LEATHERS THE OHIO LEATHER COMPANY GIRARD, OHIO 
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New York 






Sets Clearanee Dates 





No Spring Shoes to be cleared before May 17 






Ne White Shoes until June 21 





F, PAUL RILEY 









A MEETING at the Advertising Club on Park Avenue, The agreement was called: “An Educational Move- 
New York, on March 26, of the Shoe Merchants Coun- ment to Stabilize Shoe Retailing Practice in the Public 
cil, Inc., recommended sales agreements and a dead- Interest” by the Shoe Merchants Council, Inc., of New 
line date of May 17, before which clearance sales York and follows: 


should not be promoted. There is a further stipula- AN EDUCATIONAL MOVEMENT 
































tion that there will be no white or Summer shoes ra 

included. STABILIZE SHOE RETAILING PRACTICES 
The second phase of the gentlemen’s agreement is tn the 

to hold off the sale of whites and Summer shoes until PUBLIC INTEREST 

an See . SHOE MERCHANTS COUNCIL, Inc. 
The meeting was representative of the big shoe de- NEW YORK 


partments on Fifth Avenue, 34th Street, independent 
merchants with exclusive shoe stores on Fifth Avenue 
and the metropolitan district and specialty and ortho- 
pedic shops in down-town, up-town and the Bronx. 

F, Paul Riley, president of the council, presented 
the case for sales agreement and explained the back- 
ground work of contact with the dry goods associa- 
tions in the hopes of getting their sporting cooperation. 
He indicated the possibility of general acceptance of “(A) That such deplored mid-season ‘sales’ are retard- 
the agreement as presented and proposed a campaign ing influences on the development of the more 


: : scientific construction, design research and ar- 
of education to make the movement beneficial to better tistry in footwear, as a genius is left without the 


retailing practice. incentive of gain or recognition in exploration. 
Buyers and merchants then expressed their opinions § “(B) That the community has a right to expect highly 


and the general sense of the meeting was that progress trained fitting service in quality footwear that 
: : : : cannot possibly be maintained as the regular fit- 

towards a united action was promised by this agree- _ : > . 
e : 4 : : 4 ting staff is built up by contingents to serve a 
ment. President Riley and his committee will continue sensationally advertised mid-season sale, at the 
to get acceptances from merchant members not pres- expense of prestige to the shoe department, whole 


ent at the meeting. [TURN TO PAGE 42, PLEASE] 


“In the endeavor to improve under the standard 
of shoe retailing service to the community, The Shoe 
Merchants Council, Inc., of New York, recommends 
that the regular Spring and Summer seasons of 1936 
should not be interrupted by footwear ‘sales,’ pro- 
moted by advertised former-price comparisons, on the 
following premises: 
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4 Kallen Moot 


THAT HAS 2? COMPARISON 
"Point by Point” MORE VALUE 
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Refinements in a popular price boot found in none other! Why? 
First, we specialize in boot making only. It's the Modern prin- 
ciple of perfection applied to a single objective. Our employees 
are skilled boot craftsmen, including our pattern makers. Thus, 
Kirkendall Boots have a ‘knack’ for fitting. Then, too, our large 
buying power makes possible the added ‘'Point-by-Point" quality 
features as an aid to the merchant who likes to back up his 
reputation with "selling features." These create a hold upon 
loyal customers. Write for the price on this fast selling boot. 
Your letterhead request will bring a copy of our new Spring 
Catalog. 


"Potak by Point” 


Finished Top Kirkwood Reinforced 
‘ Lining Heelstay 


Solid Leather All Leather 
Heel Insole 


No. 257—Men's Black Calf No. 247—Ladies’ Black Calf 
Finish B, C, D Finish—A, B, C, D 


No. 258—Same in Brown No. 248—Same in Brown 
Calf Finish B, C, D Calf Finish—A, B, C, D 





@ LARGEST FLOOR STOCK @ ONE HUNDRED STYLES @ LARGEST VARIETY @ 


KIRKENDALL OOF COMPANY ¢ OMAHA, NEBRASKA 
AMERICA’S LARGEST EXCLUSIVE BOOT MANUFACTURERS 
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Four Windows That Sold Shoes 


[CONTINUED FROM PAGE 38] 


motion was built around the Chester- 
field, cited by Gimbel as “the perfect 
suit shoe.” This shoe, a six-button, 
open shank strap model, was featured 
in London tan, patent leather, navy, 
bucko, rust, gray and black, samples 
of the shoes in each of the various 
leathers being shown against a back- 
ground that consisted of bolts of vari- 
ous suitings for which the particular 
shoes shown were considered espe- 
cially adapted. 

B. Altman & Co. featured their 
Step Ladder sandal, a slashed front, 
open shank model, in a somewhat 
similar way when they arranged pairs 
of these shoes in 14 different colors 
and leather combinations on step-lad- 
ders, to form a novel and interesting 
display. “Prettiest little sandal of the 
Spring,” an ad appearing in New York 
papers simultaneously with the window 
display, said of this smart Altman 
shoe. “Slated for the dizzy heights of 
success . . . flat or high heels . . 
14 colors and leather combinations. 
Featured by Altman and nobody else.” 


Quickly surveying other shoe win- 
dows on and near Fifth Avenue, one 
gathers the general impression that 
tan, blue and patent leather are pro- 
motional leaders as this is written in 
the final week of March, that gray is 
being given prominent place, particu- 
larly in popular price shops. Walk- 
Over, for example, devotes an inter- 
esting window to navy blue, and gives 
a prominent place to its sport shoe 
line of Westchester welts. Hanan & 
Son, a little farther up the avenue, 
play up Bootmaker’s russet as their 
particular version of the prevailingly 
popular tan shade, and bootmaker’s 
tan as the masculine version, suited 
to the purpose of men’s shoes. 


Blue, patent and British tan are 
featured most prominently in the win- 
dows of I. Miller’s, Fifth avenue, and 
a showcard says “I. Miller heralds the 
return of patent leather, smarter than 
ever to wear with coats and printed 
dresses.” Winkleman Shoecraft and 
Cammeyer likewise featured tan and 
showed a considerable number of blue 
shoes, side by side with a generous 
showing of black leathers. J. & J. 
Slater devoted a good part of one win- 
dow to their Mister Dooley pattern, 
made up in an assortment of leathers 
and colors. Following the success of 
their Runaround model, “Mister 
Dooley” is being promoted this season 
with window displays and clever news- 
paper ads, in New York, Washington 
and Florida. 

A very artistic and pleasing window 
grouping is illustrated in the pictured 
display from L. R. Samuels Shoe Co., 
Ogden, Utah. A clever idea used with 
good effect in this window consisted of 
small, typewritten slips with shoe style 
suggestions. For example, the slip on 


the upper left-hand corner of the pla- 
card in this window display reads: 

“Suggestion: For the gray, man- 
nish suit, chamois bag and pin for 
your scarf, gray hat with a ribbon of 
British tan to match your scarf, gloves, 
buttons and British tan shoes.” 

Aside from this clever touch, the 
window in question offers an example 
of an exceedingly attractive arrange- 
ment of shoes and accessories achieved 
without any great expenditure, the 
background and display elements con- 
sisting simply of the softly tinted 
Venetian blind, simple display stand 
and artificial flowers, with the fashion 
drawing which supplies the human in- 
terest touch, besides suggesting the 
use of the shoe. . 

The fourth window illustrated, from 
Rosenberg Bros.’ Vanity Boot Shop, 
Hazleton, Pa., is a somewhat different 
type of Spring shoe display, whose 
purpose is to sell the fit and ortho- 
pedic features of a specialized line of 
shoes, as well as their fashion appeal. 
This window was trimmed by Joseph 
Horespian, of Philadelphia. Among 
the interesting features of the window 
were the smallest and largest shoes 
in the line, shown at the front of the 
window, with an offer of a pair free 
to the customers whom they would 
fit perfectly. The sizes were not dis- 
closed and customers had to try the 
shoes. The offer brought a splendid 
response. 





New York Sets Clearance 
Dates 


[CONTINUED FROM PAGE 40] 
store and- retail shoe industry. 

“(C) That what may appear to be an 
advantage in its reflection in 
increased volume for a few days, 
as a result of such mid-season 
promotions, generally proves to 
be a ‘boomerang’ as the activities 
of comparison departments begin 
to function in other stores. 

“(D) That little gain can be derived 
from a season’s operation if com- 
petitive cognizance is taken of 
the weakness of a relatively un- 
important store’s seasonable pres- 
entations, made obvious by the 
deplored mid-season ‘clearance’ 
or ‘reduced to’ sale practices, by 
another, with the resulting vi- 
cious circle. 


“It is further recommended that no 
retail shoe promotion that would in- 
clude expressions, phrases, or state- 
ments, or equivalents of ‘sale,’ ‘clear- 
ance,’ ‘reduced from,’ ‘values from,’ in 
the press, on store window cards or 
mailing matter, would be launched be- 
fore the week of May 17, 1936. 


“(A) It is recommended in the event 
that there be occasion to acceler- 





ate the sale of early Spring shoes 
to effect a clean-up in anticipa- 
tion of the opening of the Sum- 
mer season, that such clearance 
sales of Spring shoes, if any, will 
not be inaugurated before the 
week of May 17 and that there 
will be no white or Summer shoes 
included. 


“(B) It is further recommended that 
clearance sales, which might be 
promoted through the expres- 
sions, phrases or statements men- 
tioned above, will not be inaugu- 
rated before the week of June 21, 
1936, on white and Summer shoes. 

“(C) It is recommended that promo- 
tional shoe price features might 
be exploited any time, through 
expressions like ‘specially priced,’ 
‘featured price,’ ‘regular low 
price,’ ‘special purchase,’ or any 
other term that would not fea- 
ture comparative former values. 


“The Shoe Merchants Council, Inc., 
finds that the outstanding personalities 
in shoe department store work feel that 
shoe department ‘clearances,’ or ‘re- 
duced to’ sale promotions, in the midst 
of a season, are negative contributions 
to the development of the department, 
or the discharge of their responsibili- 
ties to the store. 


“There appears to be increasing ap- 
preciation of the more positive means 
of promoting shoes at retail, exemplified 
by several outstanding successful shoe 
department operations in New York. 
Consumer interest, or quality footwear 
consciousness, is awakened to the ad- 
vantage of the department, as the shoe 
merchandiser, after research, would ex- 
ploit a singular authentically styled 
pattern, a group of patterns, a shoe 
material, or color, or an _ exclusive 
branded line of shoes. It is conceded 
that the development of the more suc- 
cessful shoe departments was firmly 
and profitably established through sus- 
tained promotions of new and authentic 
footwear fashion features and that such 
development was not without an advan- 
tage to the prestige of the whole store, 
and whole retail shoe industry.” 





Shoes Come First 


[CONTINUED FROM PAGE 19] 


portance this season, to the retailer, 
because the public is buying enough 
pairs to permit some profit, as well as 
satisfaction, to those engaged in selling 
shoes. 

In the presentation of material and 
color information, I hope that we are 
given an unbiased picture of just what 
the future holds for us. Unfortunately, 
at a previous meeting of this kind, 
which I attended, such was not the 
case; so I hope those who are respon- 
sible for bringing us here will feel 
morally compelled to see that we are 
given information on any patterns, 
colors, or material, that might be neces- 
sary to help us successfully anticipate 
our customers’ wants for next Fall. 











aero 


The trend toward an essential feature that can be 
capitalized and made to help stabilize the profit ele- 
ment in trade, is persistent. This augurs well for the 
industry, showing as it does, that its potentialities 
from the men’s shoe standpoint are appreciated and 
made productive by progressive methods. 


KISTLER “BENCH BRAND” 
SOLE LEATHER 


provides the sales appeal of fine bottoms, however 
finished. It offers the comfort of suppleness. The 
moisture resistance of strong-fibre, close-grain, fully- 
tanned sole leather is there. Each iron of thickness 
assures miles of wear. On the quality of this sole 
leather, YOU can sell shoes repeatedly. 


THIS CHART REPRE- 
SENTS A SIDE OF 
LEATHER. THE PART 
USED FOR KISTLER 
“BENCH BRAND” 
SOLES 'S ABOUT 13%, 
OF THE WHOLE SIDE. 


ee ee Ell 


When writing advertisers please mention Boot and Shoe Recorder 
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Kid Leads in White Sales, 
Says W. A. Innes 


Los ANGELES, CALIF.— People are 
really buying shoes and they are buy- 
ing plenty of white shoes, is the story 
at the Innes Shoe Co. Right now all 
white materials are moving along at 
a much faster rate than was anticipat- 
ed a few months back, says W. A. Innes. 
At the present moment the order of 
material importance is kid, buck and 
fabric. By Easter, when the heavy 
white selling is in progress, this order 
will be changed by fabrics overtaking 
the rough leathers. 

This report concerns the stock across 
the board, including the high-fashion 
numbers and such featured shoes as 
foot savers. 

One interesting feature in connection 
with the Spring selling, says Mr. Innes, 
is the large number of women who 
simply ask for a pair of white shoes, 
leaving the material selection largely 
to the salesman. When this latitude is 
allowed the shoe fitter, he is enabled 
to do a much better selling job in the 
interest of all concerned. 


Bids Asked for Welfare Shoes 


BuFFALo, N. Y.—The city of Buffalo 
has been advertising for bids for shoes 
for its welfare clients, for Spring 
needs. Contract for the shoes when 
awarded is expected to carry the wel- 
fare clients through to June 1. The 
contract calls for 20,000 pairs of 
women’s and children’s shoes and 10,- 
000 pairs of men’s work and dress 
shoes. The shoes are to be all-leather 
with rubber heels. The last contracts 
of the city for shoes were on the fol- 
lowing price basis: men’s work shoes, 
$1.97; men’s dress and oxford, $1.87% ; 
women’s shoes, $2; boys’ shoes, $1.57 
and girls’, $1.67. 

The Ryan Shoe store at 2298 Seneca 
Street, formerly one of the shoe dis- 
tributing stores for welfare clients, has 
been discontinued as a welfare store. 
The LaReau & Caul Shoe store, 65 
Grant Street, has given up distributing 
welfare shoes and is confining itself 
to its own excellent trade. 


Shoe Loss in Hartford 


at Minimum 


HARTFORD, CONN.—Hartford’s “Shoe 
District,” comprising several streets in 
the middle of the downtown shopping 
area, escaped the disastrous flood which 
caused millions of dollars in losses here 
recently. 

Goodman’s Shoe Store, Asylum street, 
suffered several hundred dollars in 
damage from flood waters which in- 
vaded the store, and several dry goods 
merchants handling shoes in the water- 
front district found their stocks a total 
loss. Most of the downtown shoe men, 
however, not only escaped the flood but 
reaped handsome profits from the sale 
of rubbers, rubber boots and other re- 
lated items. 
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HIGHLIGHTS OF WOMEN'S STYLE 
COMMITTEE DISCUSSION 


The Walled Last as the newest last develop- 
ment came up for active discussion. Some 
retailers felt a mistake to feature too strongly, 
as still not customer-proved. Others felt limit- 
ing it to heels of 17/8 and below a mistake. 
The reason for this limitation is fact that walled 
last breaks down on higher heels, but this 
difficulty is being eliminated. Retailers should 
watch this development. 

General agreement that freer fitting in 
general important and that round toes steadily 
increasing. 

Lasts for Occasions emphasized as addi- 
tional promotional point, stressing round toes 
in all types of shoes; square toes best in 
sports; walled lasts most prominent in tailored 
types. 

Influence of skirt lengths on shoes considered 
less important than other silhouette trends. 
Square shoulders and boxy effects in clothes 
affect boxy lines in shoes. 

Outstanding pattern development agreed 
to be high front and lower sides. Shoes that 
cover the instep, lightened by D'Orsay cut, 
first in silhouette. Discussion over whether 
oxford should be listed first under patterns— 
generally conceded to be the volume leader 
because of fitting qualities, but step-ins, 
straps and tongue pumps out-stripping it for 
style shoes. 

General endorsement of simpler pattern 
treatments very significant. Treatments used 
to accent pattern lines and dramatize new 
lasts. Ginger-bread trimming out. The 
N.S.R.A. pull-overs proved this point by their 
extreme simplicity. Perforations to be used 
discreetly. Many new details listed which can 
be used without over-loading shoe—such as 
pinkings, exaggerated bindings, buckles, but- 
tons, new massed stitchings, etc. 

In materials suede was agreed upon as ex- 
tremely important. Also smooth leathers. 
Discussion over reptiles. Agreed that reptiles 
best for trimming and combination shoes. The 
usual discussion about fabrics, with the ma- 
jority agreeing that fabric is a sectional 
promotion. 





Burt's Moves to New Location 


MILWAUKEE, WIs. — Burt’s Shoe 
Store has moved into new quarters just 
four doors west of its former location 
at 205 W. Wisconsin Ave. The new 
store has an exterior of red Verona 
marble, set off by polished aluminum 
and stainless steel trim. The interior 
is brightly illuminated with modern 
type fixtures, matching the English 
wood panels and display cases. A 
pleasing color scheme is effected with 
custom built linoleum, carpet and mod- 
ernistic tubular chairs upholstered in 
colored leather. The new store is com- 
pletely air-conditioned. 


Devlin Starts in Stockton 


STOCKTON, CaLir. — J. Devlin has 
opened a shoe store in which the Crosby 
Square shoes for men will be featured. 
He was shoe buyer for Bravo & Mc- 
Keegan here in Stockton for the past 
two years. Mr. Devlin is a progressive 
young man with many good ideas about 
men’s shoe merchandising. 


1936 


Dr. Locke Shoe Fitter 
Gives Lecture 


CLEVELAND—At the Cleveland Acad- 
emy of Cosmotology, March 18, Dr. 
B. C. Robideau, manager of the 
Stone-Dr. Locke shoe store of Cleve- 
land, gave a very interesting and 
instructive lecture on the foot accom- 
panied by moving pictures and dem- 
onstrations. 

Care of the feet was thoroughly dis- 
cussed and malformations were shown 
as the result of misfitted shoes. Ap- 
proximately 100 students were present 
and it is believed that all benefited by 
the lecture. The public needs more 
of them. 


Shoes With Buckle and Belt 


CuHicaco— The “Buckle and Belt” 
has made its appearance at Saks Fifth 
Avenue, and it has a square toe, with 
generously ventilated vamp. Saks says 
even shoes will wear belts this year, 
and they will be tailored like the 
“squared-off” stepin displayed in the 
fourth floor salon currently. They are 
designed to wear with suits, and are of- 
fered by Saks in terra cotta calfskin; 
grey, black, blue or brown gabardine 
with calfskin belt. The heels are of 
the highest and decidedly slender. 

New models still continue to pour in 
at Wolock and Bauer’s. The latest is 
a smart broadstrap with very high heel, 
short vamp in all British tan, all patent 
leather, or grey, brown or blue fabric 
with British tan trim. 

The “Little Minx” is I. Miller’s latest 
creation. It is a hi-flat and comes in 
nine different versions. 


Jesberg's Reports Gains 


Los ANGELES, CALIF.—A real zip to 
shoe selling is being experienced by 
Jesberg’s Walk Over shoe store this 
Spring. This decided upward turn to 
trade started with the opening of the 
Spring selling around February 1 and 
has continued to gather strength day 
by day ever since. Substantial gains 
are being shown at the moment in all 
departments. 

At first the style shoes showed the 
most activity and continued to account 
for the greatest gains until the middle 
of March, when the special feature 
types of shoes started to sell in real 
volume. A substantial pairage and dol- 
lar gain, which has not had a counter- 
part in several years, is being experi- 
enced. 


Moves to Los Angeles 


Los ANGELES, CALIF.—F. V. Jeffery 
has moved his headquarters from Oak- 
land to the Lankersheim Hotel, this 
city. He has represented the Packard 
line on this coast for the past nine 
years and feels that moving here will 
enable him to serve the greater part of 
his trade to a much better advantage. 
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ARE YOU 
CORRECTIVE MINDED ? 





E, of the W. B. Coon Co., take a particular 
pleasure in our ability to satisfy the exacting re- 
quirements of a number of stores, known to the 
public and the shoe world for their corrective work. 


We have never posed as stylists, but we do know 
wood, and the shoeman who places fit and comfort 
first, and who makes a specialty of fitting or correct- 
ing the unusual foot, will ordinarily find in the 
W. B. Coon Co. instock department, branded or un- 
branded, the particular shoe needed to meet a 
particular foot problem. 


There are available over 35 working lasts, short 
heel semi dress lasts, heel clinging sport and spec- 
tator lasts, a series of wide tread (Free Tread) lasts in 
10-12-14-16/8 heel heights, straight wide toed lasts, 
bunion lasts, an extreme bunion last. 


Certain of these lasts are available with or without 
cookies and wedges, with the cookie and wedge 
shoes built over lasts dug out to accommodate the 
cookie and wedge. 


Patterns are neatly styled, with corrective needs in 
mind; good shoe making, the right quality, and 
sound intrinsic worth. 


: W. B. COON CO. 


37 Canal Street 


W. B. C O O N C O. =. N. Y. 


[] PLEASE SEND CATALOG C. 


37 CANAL STREET ' [] PLEASE HAVE SALESMAN CALL WHEN IN 


VICINITY 


ROCHESTER, NEW YORK | [] PLEASE HAVE SALESMAN CALL AT ONCE. 


NEW YORK OFFICE CHICAGO OFFICE | NAME imcincinanitebeemcis 
910 Marbridge Bldg. 506 Security Bldg. Se eT ne 
34th and Broadway 189 W. Madison St. ADDRESS 
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of a series of Sum- 
mer Footwear ad- 
vertisements. 
There's always 
profit news in Cam- 
bridge advertise- 
ments. Watch for 
them. 


SAILOR OXFORD 
This is an outstanding number—COLORED CREPE 
SOLES with linen-type fabrie upper. 
Wos. White upper, White outsole No. 4110-0 


BUCK-IDE OXFOR 
COLORED CREPE SOLES 


Air-0-Flow construction. Colored crepe soles. 


Wos. Brown upper, Brown outsole...... - 3318-8 
Wos. White upper, Blue outsole No. 4110-3 
Wos. White upper, Red outsole No. 4110-9 


Wos. Blue upper, Blue outsole...... 3313-3 
Wos. Gray upper, Blue outsole... . 8315-3 
Wos. White upper, Biue outsole 


(Below ) 


(Above) 
MESH NOC-BOUT OXFORD 


Air-0- a, inouiater om Veto 

long -wearin: Men 

Stock No. "6700." "Also made 
duck mpoer. 


e A clatter oat style is 
TREDLITE CRFORD. with mesh 
vamp. White No. 


CUBO SPORTS OXFORD 
Perforated Buek-ide u with colored 
crepe sole to match. ather, 
athletic slipsole 
sole. White No. 

—Brown No. 3108. 
ARMY DUCK CUBO for Men, BOYS, 
Youtho-= White No. 5000—-Brown Mt Mie. 


Blue in men’s only, No. 


(Below) 
MONK ARMY DUCK SANDAL 
Fine army duck upper, White No. 
2000-—Bive No. 2903—Brown No. 


ne with perforated Buck-ide upper 
— Aijr-0-Flow Insulator Midsole, 
White No. 3300. 


(Above ) 

WAVE SANDAL 
Beautiful WOVEN Mexican vam i 
the much desired Van Gogh brill 
— (White soles.) The 

pe lace may be tied in various 

or as illustrated. 

Women’s—No. 7609 





CAMBRIDGE SUMMER SHOES 


more colorful... more varied 
more beautiful... more salable 
S more protitable 
than ever before! 


THESE CAMBRIDGE SHOES INCREASE YOUR 
VOLUME ... PROFIT! 


Cambridge original styling . . . new Air-O-Flow construction meet the wearer’s 
desires . .. smarter... cooler ... more comfortable ... exclusive . . . color- 


ful... fit any price range. 
A pair on the customer’s feet is a sale . . . immediate recognition and appre- 
ciation of superior comfort . . . exclusive patterns. 


Competition eliminated . . . you get your price . . . a better profit .. . build 











repeat sales. 


These, and because Cambridge has not yet completed a policy on exclusive 
dealer representation, are reasons why it will pay you to carry the Cambridge 


line. 
(Below) FEATHERETTE 


ATatertorated ‘vamp. and quarter, ‘sport. wedge . C Oo L O R FU L 

culating ®t sole No. 9210-9 y : 

ears Waite with whit eele No. 9210, Inexhaustible color variety 
and combinations are pos- 
sible with the unique Cam- 
bridge “attachments” . . 
simple . . . inexpensive 

- with one style, one 

case, and assortment of 
attachments, the dealer 
ean display and sell 
seven or more color 
combinations. 


* £8e 
8, ° big, 
cae Mop mee 
Cc. p ORT S 
"TTep Le 


poREg», Si 

App, E47, °Ho 
ing "4RaKY Mita Manufacturers and 
Sig eet y; distributors of a 
Magnified cross section showing multitude of air pockets for insulation ° £4 Sr complete line of 
and resiliency. This material is not sponge rubber. Oe uy light weight and 
s y heavy dufy rubber 
footwear — light 
weight rubbers and 
gaiters — work rub- 
bers, pacs and boots. 


NEW YORK 


12) DUANE 
STREET 


RUBBER COMPANY 
OKO) \ Mn nal Cl On) El watele 


LEATHER SHOE DIVISION 
0 ATLANT! 317 W MUNROE BROADWAY ANDO 
CAMBRIDGE, MASS. AVENUE STREET PRINCE STS 
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In 


ACTION 


Through the Metropolitan they’] 
trek, down the aisles at Anderson’s, and 
wherever autumn exhibits draw the 


young, inquiring group in your city. 


They wont suffer from museum feet 
in shoes of McNeely kid. Its supple, 


resilient texture is proof against cold, 


3 
| 
* 
iy 
: 
i 
4 
4 


unending miles of tile, as well as brittle 
autumn pavements. For “gallery 


° ”? h 
trotting we suggest shoes of 


CERRO RRR es 
i 


| 
| 


McNeely Men’s Kid 


HARNESS BROWN . . No. 19 (SORREL! 
RETRIEVER BROWN . . No. 28 (DAPPER) 


McNeely Women’s Kid 


CINNAMON BROWN 
SPANISH TAN 


DIVISION 


ALLIED KID COMPANY 
Huntingdon and Fairhill Sts., Philadelphia, Pa. 
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Poll-Parrots 


ARE SWEET FITTING SHOES 


Poll-Parrot dealers have no trouble in fitting feet. These shoes are stocked 
in a wide range of widths, not in a few but in many styles. This little 
girl got her fit in the style she wanted. . . No. 9494, designed in white calf 
with leather heel. 


Yes, Poll- Parrots fit...and they wear, for every pair of Poll- Parrots, 
whether Goodyear Welt, hand turn, stitchdown or light McKay, is built 
to our all-leather standard of quality. 


You'll find it profitable to join the large number of leading dealers who 
are doing so well with this, the nation’s favorite line of juvenile footwear. 


When writing advertisers please mention Boot and Shoe Recorder 
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Perpetual Inventory Assures an Increased Profit 
...and Lowers Your Insurance Cost... 
Recorder Stock Record Cards Supply a Perpetual Inventory 


BOOT & SHOE 
RECORDER 
che 

Ip 


Do Business More Efficiently by Installing the Recorder Stock Record Card System 


MERCHANTS SERVICE DEPARTMENT 
“ ” Bo9s hn, WISE ERCORTEE 
Helps you to “buy as you sell”—to know whether each shoe 


° ° . ° nl ( MT Ties, nsnt wo cometen and. ries of your Stash 
is paying its way with a profit, to go light on slow movers, and Dally Sales Card Reverd. 


to re-size frequently on wanted style and sizes. 


When writing advertisers please mention Boot and Shoe Recorder 
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Designer Stres:ies Importance of 
Simpler Treatments for Fall 










MISS EVELYN ZINITI 


EN all the sessions of the Styles Conference great 
emphasis was laid upon simpler shoes for Fall, bring- 
ing to the fore, new treatments that are used, not for 
ornament alone, but to dramatize new lasts, and to ac- 
centuate new pattern lines. Miss Evelyn Ziniti of the 
Associated Shoe Stylists is one of the leading exponents 
of this new simpler type of treatment. It was for this 
reason that the RecorDER asked Miss Ziniti to prepare 
for the Leather Portfolio in the March 21st issue a 
page of Fall shoe details. Through an error, Miss 
Ziniti’s name was omitted. The Recorper, therefore, 
takes this occasion to correct that omission and to re- 
fer manufacturers and retailers interested in studying 
this new type of treatment so strongly recommended at 
the Conference to page 106 of the March 21st issue. 





Complete Shoe Wardrobes 


[CONTINUED FROM PAGE 26] 


lasts. One pair of tan or brown calf also over three 
or four given lasts. One pair of black calf or patent 
dress shoes. One country type shoe in sturdy grains or 
reversed calf—possibly over the new “walled” wood. 
One pair of white shoes for Palm Beach or cruise wear 
and one pair of heavy weather shoes, either low or 
high. Extras would include a comfort shoe and a 
shoe for golf, hunting, riding, skiing or whatever sport 
the man might favor. 

















RETAILERS 
WITH A POSI- 
TIVE PROFIT 


HESTER In Stock 


No. 1417—Blue Kid, Grey Fancy Stitched 
No. 1517—White Kid, Self Stitched 
800 Last, 16/8 Continental Covered Heel 


HOGE-MONTGOMERY CO. Ine. 








| FRANKFORT KENTUCKY 




















Spring Price Tickets and 
Window Display Cards... 
Now Available 


Write for circular illustrating samples of tickets, 
sales messages on display cards, Polly Clips and 
Polly Shoe Holders. 


























e 
“R”: Pale yel- “Q”: White “P”*: White 
low board. De- board; design board. Design 
sign in me- in two shades in turquoise 


dium blue. 


of green. blue and rose. 


Size: I'/2” x 23g”—Prices on opposite page. 


Available in all the popular denominations and blank 
tickets. 


1 dozen 25¢ 6 dozen $1.10 12 dozen $2.00 


(Check with order, please, unless C.O.D. preferred) 


BOOT AND SHOE RECORDER 


Merchants Service Department 
209 South State Street, Chicago, Ilinois 














BOOT AND SHOE RECORDER, April 4, 1936 


{ 


1 ONE LOOK A 
an 


ONE STEP AND THEY BUY IT 


Retailers from coast to coast are saying, “It’s the fastest-mover 
ever put on a dealer’s shelf. It’s a NATURAL!” You bet 
Air Step is a natural! It’s the only smart style shoe in the world 
with a comfort feature that can be easily and effectively demon- 
strated right in your store .. . the only style shoe in the world 
that has been backed by such a powerful, dramatic national adver- 
tising campaign. 


The Day You Display Air Step The Profits Will Begin 


When you display Air Step, you aren’t all classes and all ages are talking about 
introducing a “cold proposition.” Your this shoe “with the magic sole” . . . and 
the day Air Step appears in local news- 
papers and display windows, the shoes 
will fairly walk right off your shelves. 


customers, your neighbors, know about 
Air Step. They are reading about it in 


ir favorite magazines. Across the : ; ; 
their favorite mag a Write or wire today for representative. 


dinner table, across the bridge table, inj, Step is priced to yield a worth while 
offices, in homes, in stores, women of mark-up at $5.50. 


AIR/STEP 


Dwaw Vun9e SOwmIQsiv0g, 


MFRS., ST. LOUIS 
Also makers of Buster 
Brown and Brownbilt Shoes 





When writing advertisers please mention Boot and Shoe Recorder 
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THIS WEEK IN THE SHOE TRADE 


SATURDAY, APRIL 4, 1936 


NATIONAL NEWS 





Promise New Stocks for Easter 


Shoe Merchants in Pittsburgh and Other Flooded Areas Lose No 
Time in Preparing for Future 


PITTSBURGH, Pa.—Undaunted by the 
fact that their stores and stock were 
severely damaged by the flood disaster, 
most of the shoe dealers in the stricken 
area here were on the job during and 
after the’ flood catastrophe keeping 
their customers informed of their prog- 
ress and assuring them that their re- 
turn to business will be effected as soon 
as is humanly possible. 

Petty’s Freeman Shop in the Jenkins 
Arcade Building ran a series of novel 
advertisements in the daily papers, 
keeping their store before the eyes of 
the reading public. Here’s the copy of 
one of their ads: “PERSONAL. If Mr. 
John Peters is still in town—we wish 
to take this means of notifying him 
that Petty’s Freeman Shop in the 
Jenkins Arcade will be open for busi- 
ness in the near future and he can 
choose his Easter Shoes from our brand 
new Freeman stock.” Other stores ran 
ads of a similar nature and all dealers 
emphasized the fact that they have 
ordered or already have on hand a com- 
plete new stock. 

In the meantime, a number of shoe 
stores are conducting “Flood Sales,” 
selling their water-soaked shoes at cut 
prices, ranging from 99c. to $1.50. The 
Hanover Shoe Store on Market Street 
sold most of its stock through such a 
sale and is now refurnishing the shelves 
with complete new merchandise. 


Minimum Loss to 
Kinney Warehouse 


HARRISBURG, PA.—The loss to the 
Harrisburg warehouse of the G. R. 
Kinney Company was slight as com- 
pared to losses suffered by other con- 
cerns in the Harrisburg area when the 
Harrisburg River overflowed its banks 
Wednesday evening, March 18. In five 
hours the river had risen 30 feet and 
covered the first floor of the Kinney 
warehouse to a depth of five feet. 
Through the efforts of Donald H. Pot- 
ter, the warehouse manager, and the 
47 employees in the building, from 
six to eight thousand cases of shoes, 
valued over half a million dollars, were 
moved from the first to the second 


Chicago, lil—Over 1100 pounds of rubber 
boots were loaded on a special chartered 
plane and sent to Pittsburgh and nearby 
flooded areas to aid the rescuers in their 
work during the record floods that submerged 
practically all of Pittsburgh and other towns 
in the valley of Western Pennsylvania. Photo 
shows Pilot W. J. Spencer loading his ship 
with rubber wading boots. 





floor before the flood waters reached 
the warehouse. 

With unceasing loyalty Mr. Potter 
and the 47 employees labored from 
Wednesday night through to Saturday 
evening, sleeping and eating in the 
warehouse, as they were unable to 
leave due to the depth of the water 
around the building, getting the stock 
ready for shipments on Monday morn- 
ing. Telephone poles, floating .around 
from a nearby telephone company, were 
lashed to the front of the building, 
thus saving the windows on the first 
floor from being buckled in under the 
force of the flood water. The only 
damage to the warehouse was to the 
boilers in the basement and to the 
flooring on the first floor, which buckled 
under the warping effect of the water. 
There was no loss to either fixtures 
or stock, and the total damage to the 


building itself did not exceed one 
thousand dollars. 

L. O. Head, president of the Railway 
Express Agency, sent through eight 
special cars for shipments which were 
comprised mostly of hip boots requested 
by the PWA official in Harrisburg 
for shipment to Wilkes-Barre and to 
Greensburg for the Pittsburgh area. 
Normal shipping was resumed from 
the warehouse on Monday morning, 
March 23. 


Plan for Unified Los 
Angeles Displays 

Los ANGELES, CAL.—Plans to concen- 
trate all displays of the Los Angeles 
Shoe Manufacturers Association mem- 
bers in future shoe conventions were 
formulated at a recent meeting, accord- 
ing to President Edward Reinhart. The 
idea is to have worthwhile exhibits at 
the coming June State shoe conven- 
tions held in San Francisco and at Se- 
attle, in which all the Los Angeles shoe 
manufacturers will show as a unit, but 
in separate rooms. This same plan will 
be put in operation at the January Na- 
tional Shoe Show. Newly elected offi- 
cers of this association are: President, 
Edward Reinhart, Edward Reinhart, 
Shoemakers; vice-president, Ben Solnit, 
California Shoes, Ltd.; secretary-trea- 
surer, R. H. Robertson, Western States 
Shoe Co.; directors in addition to the 
foregoing, William H. Joyce, Jr., Pasa- 
dena Slipper Co., and Al Stern, Stylbilt 
Shoe Co. 





What Price Flood Shoes 


Through experience gained by the Dayton 
flood in 1913, the main office of the G. R. 
Kinney Company informed store managers 
how best to liquidate their stocks spoiled by 
the water and mud. Shoes badly spoiled were 
given away and shoes slightly damaged were 
sold for whatever they would bring, mostly 
for ten cents a pair. Stores which held these 
sales were crowded and sold out their entire 
stock the first day, many customers walking 
out with ten or twelve pairs of shoes. 

In the Dayton flood, damaged shoes were 
reconditioned by the company at a cost of 60 
to 70 cents per pair and then sold for whatever 
they would bring—mainly at ten to twenty- 
five cents a pair. As this method would hardly 
pay it was thought that the sooner these shoes 
were gotten rid of the better and so store man- 
agers were instructed to get rid of damaged 
shoes for whatever they would bring and new 

stock filled in immediately. 
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SERVICE 


The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. EMPIRE LAST WORKS 
AUBURN, MAINE ROCHESTER, N. Y. 


T. W. GARDINER CO. KRENTLER BROS. CO. 
LYNN, MASS. ST. LOUIS, MO. 


UNITED LAST CO. KRENTLER BROS. CO, 
BROCKTON, MASS. MILWAUKEE, WIS. 


stewart & potrenco, THE LAST WORD ywitep tastco., trD. 


BROOKLYN, N. Y. U N i T E D MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


1936 





i. CA at Oe ae oe 
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New Children’s Shoe Department 
; ee 





Easton, Pa.—An attractive new children's shoe department, illustrated above, was opened 
last month by Bush & Bull Corporation, of Easton. This store has been selling children's shoes 
for the past five years, and the business has grown to such an extent that enlargement of 
the department became necessary. The new department is located on the main floor, an 
is finished in ivory with color relief. It is in charge of Miss Beatrice Todd and Larry Myers, 

who is the buyer of women's shoes and directs the promotion and merchandising. 





How a Dayton Shoe Store Worked 
Out of the 1913 Flood 


By P. J. MYER 


After the Dayton flood of 1913 we 
had ten feet of water on the first 
floor, mud and debris about two feet. 
The front was broken out of the store 
and the basement full of water. One 
mistake we made was to get the shoes 
out of the basement, all washed out 
when the unforeseen tidal wave came. 
We boarded up the front the best we 
could, our shelving ran to the ceiling 
and was anchored so most of the stock 
remained in the shelving. 

The first move we made was to get 
the floor cleaned of mud and debris 
and the shoes picked out of it. Then 
we got a crew of about twenty men 
and boys with wash-tubs and other 
receptacles to wash out the mud in 
the shoes that remained in the shelves. 
We mated and tied together the shoes 
and marked sizes on the bottoms. Then 
we replaced the shoes on the washed 
shelves in their original places, minus 
cartons. 

The shoes taken out of the mud we 
washed and piled on the floor and 
mated the best we could. Later, we 
let these shoes take the slow drying- 
out process; then in about a week we 
started selling. 

We had no seats, cases or register, 
just the bare room. The proprietor 
all this time used his hunting coat 
and rubber boots. The hunting coat 
was used as a cash register. As most 
of the shoes were still wet, we in- 
structed our customers to stuff them 
with newspapers and dry them slowly. 





The Elder & Johnston Company 


Dayton, Ohio 
March 25, 1936 
Editor, Boot and Shoe Recorder 


The recent floods in many states remind us 
very poignantly of the flood in our own city in 
1913. One of our local shoe merchants, Pete 
J. Myer, who was the former president of the 
Dayton Shoe Retailers Club, handed me this 
enclosed account of his experience during the 
flood. He wished to have it forwarded to you 
because he felt it might help some retailers in 
the flooded districts to know the best way to 
dispose of their stock. 

After the Dayton flood, some of the retailers 
sent their stock to the factory to be relasted 
and refinished, while others sold out, at a very 
great sacrifice, to salvage companies. All this, 
however, proved very unsatisfactory. Mr. Myer 
worked out his own problem as he explains, and 
it was quite profitable to him. Being in sym- 
pathy with all who are affected by this disaster, 
Mr. Myer thought it might be possible for you 
to send out this word to these people, and it 
may be of some help to them. 

Very sincerely, 
LOUIS A. MILLER, 
President, The Dayton Shoe Retailers Club 





We exchanged shoes, also refunded 
money. 

Most merchants were in a quandary 
what prices to get for shoes. Some 
started at twenty-five cents per pair. 
We got them together and decided to 
get half of the retail prices. Then the 
big surprise came. We started selling, 








b dort 
CAN GET 
MORE PROFIT 


* LOWER PRODUCTION and 
selling costs put better leathers 
... better soles . . . better work- 
manship . . . in Kush-in-Eze Com- 
fort Shoes. Result . . . better 
satisfied custome’s . . . bigger re- 
peat sales. 


* TWELVE HOUR stock ship- 
ment record (90% perfect) guar- 
antees better turnover . . . elim- 
inates lost sales. 


No. 562—BLACK KID 

GYPSY OXFORD; 56 

last; gray kid lining, French corded; 14/8 heel: rub- 
ber top lift: A to D $2.40 


* WRITE NOW for sample pairs 
of the line. We ship them from 
stock—giving you an exact pic- 
ture of standard Kush-in-Eze 
quality. Catalog included show- 
ing 31 numbers stocked. 


AAA-EEE .. .2}to9... every 
style necessary to a complete 
comfort shce stock. To retail 


VAUGHAN 
TOWLE 


COM PANY 
DIV. OF L.B.EVYANS'SON CO 
WAKEFIELD 
MASS. 

















a i i i inal 


Dancing Shoes and Taps | 


ee eer em me err 


BLACK CALF 
PAT, LEATHER 


Women’s 
A-B-C 242-8 
$1.55 


Misses’ 
A-B-C (1-2 
$1.45 


— OWENS SHOE Co. =| 


28 Goodhue St., Salem, Mass. 





Pat. Tap Slippers 
IN STOCK 
822x 828 
(MeKay) (Turn) 
BYe-tt $1.20 $1.65 C 
142-2 1.25 1.70 B-C 
24-8 1.35 1.80 A-B-C 
ALSO LOWER GRADES 


SCHWARTZ & HERDER, INC., MFGRS. | 
70-72 N. 4th St. Philadelphia, Pa. | 


TAP DANCING 
THEO SLIPPER 


PATENT LEATHER 
















IN-STOCK 
1305—Child’s, 81/2/11. .$1.00 
1306—Misses’, 11'/2/3..$1.05 
307—Growing "» 

cae PIS ccccccccecs $1.10 
Better grade Tap, also soft and hard toe 
Ballet Sicoen — In-stock for immediate 


delivery. 


BLOG SHOE CO., INC. 


147 DUANE ST. NEW YORK CITY 

















out of an original $13,000 stock, our 
sales were three to five hundred a day 
and on Saturday when we closed at 
5 p. m. the proprietor had $1,000 in 
his hunting coat. Most of the people 
in the flooded district were out of 
shoes and had a lot of relief money 
that came into Dayton at that time. 

When stock ran low, we _ started 
stocking up in new merchandise which 
sold about as fast as it came in. In 
the meantime, we put in a new front 
and fixtures. 

We had no flood insurance, paid our 
bills 100 per cent, then at the end of 
the year had a dandy new store and 
showed a nice profit. A flooded shoe 
store is no place for a weak heart or 
the blues. Hard work, lots of it, then 
you will get enthused and pull out a 
better man all around. 





Features Shoes and Accessories 
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DaLLAS—Once again featuring shoes 
and accessories rather than the clothes 
they complemented, Neiman-Marcus Co. 
held a second annual fashion showing 
of special significance on March 16—an 
evening affair with thousands of pa- 
trons from a several hundred mile 
radius in attendance. Likewise present, 
as a result of press acclaim of the 1935 
style showing which was reported in 
such far-away spots as South America 
and Norwegian cities, were several im- 
portant national manufacturers of 
shoes, hosiery stylists and shoe store 
owners from neighboring cities and 
states. The latter were admittedly 
gathering exploitation ideas, and were 
guests of the store for a day preceding 
the showing. 

As in the 1935 instance, shoes were 
featured, and much ceremony was made 
over patent leather shoes in vivid new 
tones and in carrot-hued hose with heels 
picking up the patent leather shoe color- 
ings. With these costumes, shiny straw 
hats were used to repeat the shiny note 
of the shoes. 

“This is the first time we have ever 
gone so far as to recommend white 
patent leather shoes for evening use,” 
said Edward Marcus, who announced 
the show details to the tremendous audi- 
ence, “but this year we consider it im- 
portant.” 

Sixty pairs of shoes were paraded 
with “right” and “wrong” costumes. 
Where brilliantly colored shoes were 
worn—as “crushed strawberry,” “mi- 
mosa yellow,” green and the like—the 
use of too many touches of the same 
bright color was consistently discour- 
aged in favor of using bright color only 
in dashes. 

“Van Gogh prints were paraded pre- 
ceding many of the costumes,” said 
Bert Eastman, shoe buyer, “and the cos- 
tume that followed would pick up the 
predominant colorings. Brown patent 
shoes and bags were tied-in with a blue 
lace frock, vivid ‘wildfire’ hose, ‘sun- 
burned’ straw hat, brown gloves. Black 
patent leather shoes with semi-tailored 
dinner suit in black with red felt 
jacket and shiny black straw hat with 
gay trim of red and brilliant green and 
a stiff mesh veil. Blue crepe sandals 
with a chartreuse lace dress with a blue 
quilted taffeta coat and a cluster of 
white violets. Navy patent shoes and 
navy heeled carrot hose with a navy 
frock with frilly organdy collar, 
flowered hat and general feminine 
touches . . . with the same dress when 
less frilly and taking a shiny red Hom- 
burg straw hat ... but not with the 
same frock when it adopted a strictly 
tailored batch of accessories—here low 
patent flats weré used. 

“Our showing did not divide clothes 
into sports, afternoon and evening 








Neiman-Marcus Co. Holds Brilliant Showing in Which New Shoes 
and Fashions Are Exhibited 


groups, but scrambled them in an in- 
formal manner to give the parade spe- 
cial surprise elements. Too, in introduc- 
ing a new color, as carrot, we had a 
barefoot girl in overalls carry a basket 
of garden carrots down the runway. 
Similarly for crushed strawberry, we 
dressed one of our men as an Italian 
fruit vendor for the purpose, and 
mimosa yellow we put over by letting a 
child dressed in the shade carry a bou- 
quet of the yellow flowers. But back to 
carrot—which we insisted be used in 
moderation with any one costume, we 
showed carrot shoes and hose with a 
carrot and brown print dress, the bag 
and hat being in brown. With a navy 
frock, we showed combination patent ox- 
fords in navy with carrot hose, carrot 
scarf and bag. We showed a costume in 
gray as wrong when all of the acces- 
sories were in carrot, but right when 
carrot shoes and hose were retained but 
a black hat and chamois gloves substi- 
tuted for carrot.” 

Shoes shown were monotones rather 
than combinations except in the cases 
of black patent leathers with occasional 
minute pipings of white and the case of 
a white shoe with navy saddle as used 
with a white dress. In still another in- 
stance, brown and white patent flats 
were used with a turquoise sharkskin 
dress. 

Least intense of the patent leather 
shades, but perhaps the most effective, 
were the royal blue sandal used with a 
navy and yellow costume which had the 
startling note of bright green gloves 
and the wine patent leather sandal 
which picked up the basic wine tone of 
a print which otherwise employed navy 
accessories. 

In garden party and dancing cos- 
tumes, a few satin sandals were worn— 
as brilliant purple satin sandals with a 
gray chiffon dress which was acces- 
soried further with mimosa yellow hat 
and gloves, and as white satin with an 
outstandingly soft and feminine strict- 
ly white costume of white crepe with 
white violets-hat and violets-muff. 

It is the belief of Mr. Eastman and 
other Neiman-Marcus officials, as Miss 
Barbara Kriger, hand bag buyer who 
aided with the show, and Mrs. Ethel 
Martin, hosiery buyer who aiso partici- 
pated, that such accessory showings not 
only educate customers in choosing 
colors, but teach that two sets of acces- 
sories for a garment can make it smart- 
ly serve two purposes. 

Among the prominent guests at the 
showing were Mrs. Mello Meldram, 
stylist for Artcraft; J. M. Kempner, of 
the firm of Ike Kempner & Bros., Little 
Rock, Ark.; Charles and George Miller 
of I. Miller, Inc.; and Dan Palter, 
president of Palter de Liso, Inc. 
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New Shoe Store in Columbia 


Columbia, S. C.—Columbia’s newest shoe store was opened several weeks ago by Pollock's, 
Inc., of Asheville, N. C. This new store is located at 1531 Main Street, in the heart of down- 


town Columbia. 


The front is of red and cream porcelain and the outside sign, bearing the name of Pollock's, 
is made of brass and copper raised letters. The interior is done in birds-eye maple with carpet 


and inlaid linoleum floor covering. Semi-indirect lighting has been used to emphasize the 


restful atmosphere of the interior. 


H. W. Liles, who has managed other Pollock's stores for past nine years, has been appointed 


manager of this newest unit. 


J. W. Biggs is assistant manager. 


L. H. Pollock is president of 


this group of stores bearing his name and located in a number of southern cities with head- 


quarters in Asheville, N. C. 





Production as Usual 
in New England 


Boston, MaAss.—Flood waters having 
receded materially in Haverhill and 
Lowell, Mass., and in Lewiston and Au- 
burn, Me.—all centers of shoe manu- 
facturing—it is now possible for the 
first time to appraise the effect of the 
deluge on the New England shoe in- 
dustry. 

The first point to be noted is that, 
with few exceptions, none of the shoe 
manufacturers whose plants were put 
temporarily out of business had on 
their floors any large quantity of fin- 
ished merchandise. Shipments follow- 
ing the completion of the Spring run, 
had been completed and were in the 
hands of the retail merchants and 
wholesalers some time before the flood 
developed. Furthermore, in the case 
of the centers mentioned, ample warn- 
ing was given of the approach of the 
flood, and leather, which might other- 
wise have been damaged, either was 
removed entirely from the factories in 
the low-lying districts, or was trans- 
ferred to top floors where it was not 
reached by the water. Damage to ma- 
chinery is slight—although consider- 
able cleaning up will be necessary be- 
fore operations can be started. Orders 
are being booked, however, and de- 
liveries will be met. 

By the time this appears, it is almost 
certain that waters still surrounding 
some of the factories will have reached 
a much lower level, employees will have 
been able to enter and, where orders 
justify it, production again will be 
under way. 

In the Auburn-Lewiston district, a 


complicating factor has been the fact 
that many workers in factories in Au- 
burn make their homes in Lewiston, 
across the river. At this point bridges 
were swept away and for several days 
the current was too rapid to permit of 
the use of boats in crossing from one 
city to the other. This will have been 
solved by now. Although bridges, even 
temporary structures, cannot be built in 
a day, transportation will be provided 
boat. 

The loss to the retail trade, in the 
districts flooded throughout New En- 
gland, is much larger in the aggregate 
than it is to the manufacturer. In many 
cases, entire stocks have been hopeless- 
ly water damaged—stocks, moreover, 
which had not yet been paid for and 
would not ordinarily have been paid for 
until the expiration of 60 or 90 days— 
at the end of the Spring selling season. 
Large and well financed retail stores, of 
course, can weather this new financial 
storm, but it is feared that many small- 
er merchants will find it difficult to ob- 
tain enough credit with which to re- 
establish themselves. 


Shoes on Credit 


TAMPA, FLA.—R. C. McNab, manager 
of the Princess Boot Shop, announces 
that he has made arrangements to sell 
quality footwear on the ECA (Ex- 
tended credit account) plan. Women 
will now be enabled to purchase shoes 
with a small initial down payment and 
balance in weekly installments. While 
the plan is a new one for Tampa, Mr. 
McNab says it is a popular custom in 
many northern cities. 














There are hundreds 
of “arch” lines, but 
there is only one 
genuine Arch Pre- 
server Shoe for Men 
THE WRIGHT ARCH 
PRESERVER SHOE 
the first and still the 
leading arch-type 
feature shoe among 
dealers, doctors and 
the general public. It 
is made EXCLUSIVELY 
by E.T. Wright & Co., 
Inc., of Rockland, 


Massachusetts. 





CD 
ARCH PRESERVER 


FOR 
MEN 


SHOES 





6 re 


Riding Boots 


Oh Fh Ee 


ENGLISH 
RIDING 
BOOTS 


Tan or Black, 
for Ladies and Men 


Write for new catalogue to the 
English Bootmakers 


MANFIELD & SONS 
1636 Ranstead St., Phila., Pa. 























Spurlock With Florsheim 


Cuicaco—Jack Spurlock is now rep- 
resenting the Florsheim Shoe Com- 
pany, with its line of women’s shoes, in 
Kansas, Oklahoma, Texas, Arkansas, 
Louisiana, Mississippi, Arizona and 
New Mexico. 


JACK SPURLOCK 


Mr. Spurlock recently resigned from 
the Julian-Kokenge Company, having 
represented this firm for the past 15 
years in the Southwest. 

“Jack” (as he is called by his many 
friends) needs no introduction to the 
retail trade. He has a host of friends 
throughout the Southwest. 
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On the Road With Shoes 


News of Travelers and Associations 


STYLES INDEPENDENT LINE 


JOHN J. WALSH 


St. Louis—John J. Walsh is the new style 
man for the Independent Shoe Mfg. Co., 
Branch of the Hamilton-Brown Shoe Co. Mr. 
Walsh is an experienced style man, with a 
thorough and practical knowledge of shoe 
designing which aives him an excellent back- 
ground for his new position. 


Snowfall Slows Up Selling 


BuFFALO, N. Y.—Downtown shoe re- 
tailers and the shoe departments of the 
large department stores took a “big 
licking” during the week of March 16- 
21, in this city, owing to a paralysis of 
the city transportation system caused 
by a snowfall of 19.5 inches which ex- 
ceeded the ability of city, transporta- 
tion and PWA workers to master. 

Some of the shoe retailers in the sub- 
urbs did a little better than usual, par- 
ticularly in the sale of rubbers, but 
what advantage they secured in this re- 
spect over the downtown stores was off- 
set by the thousands who decided to re- 
main at home until the storn abated. 

The shopping centers on Saturday 
were almost deserted in comparison 
with their usual activity. Public schools 
were ordered closed on March 20. 

Some shoe retailers whose establish- 
ments are in the downtown area and 
homes in the suburbs from 5 to 6 miles 
distant, consumed as much as three 
hours each way in going to and from 
their places of business. 

Reports from all the cities around 
Buffalo indicate that much the same 
condition prevailed. Buffalo is so situ- 
ated that there is no danger of a flood, 
such as threatens many cities on the 
southern tier of the state. 


Contracts Awarded for 


Army Shoes 


Boston, Mass.—The Endicott John- 
son Corporation of Endicott, N. Y., has 
been awarded a contract to manufac- 
ture 90,792 pairs of special type, 
leather, laced boots for men in the en- 
listed service of the United States 
Army. At the time these bids were 
first advertised, it was reported that 
they were designed as an experiment to 
take the place of the combination of 
shoes and puttees now worn by the 
U. S. Army regulars. The lowest bid 
for boots of this kind was $4.06, at 
which price the contract was awarded; 
the highest was $4.47. 

At the same time, the International 
Shoe Company of St. Louis was award- 
ed the contract to make approximately 
45,000 pairs of garrison shoes at a 
price per pair of $3.15. The highest 
bid entered for these garrison shoes 
was $3.29. 


H. R. Levy Joins Curtis 


MARLBORO, Mass.—H. R. Levy who, 
for the past three years was a member 
of the sales staff of the Bates Shoe 
Company of Webster, Mass., has sev- 
ered his connections with that firm 
and has joined the Curtis Shoe Com- 


H. R. LEVY 


pany of Marlboro, Mass., in charge of 
their Philadelphia office, located in the 
Central Trust Building at the corner 
of Fourth and Market Streets. 

Previous to his connection with the 
Bates Shoe Co., Mr. Levy was with 
the C. A. Eaton Company of Brockton, 
Mass., for several years. 
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these elements make 
the smooth-running 
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SLIDE FASTENER 


with not a point, corner, 
or sharp edge to rasp 
the hands or snag the 
sheerest fabric. 
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SHOE HARDWARE DIVISION 
United States Rubber Products, Inc. 


United States Rubber Company 
Waterbury, Conn, = 














PLANNED 
INVESTMENT 
PROGRAMS 


Brookmire clients are urged to adopt a planned 
course of investing. Having decided upon an 
Objective Brookmire advises each investor to plot 
a definite course which, under normal develop- 
ments, may be expected to attain the predeter- 
mined Objective. 

To assist in the attainment of the Planned Pro- 
gram, Bulletin Clients are offered the privilege of 
personal consultation. 


Write for further details and complimentary bulletins. 


BROOKMIRE 


Corporation Investment Counselors and 
Founded 1804 Administrative Economists 


551 Fifth Ave. New York, N. Y., D39 























New York City 









Bright, quiet, rich- 
ly urnished ‘rooms 
with baths —deep, 
soft ‘sleepyhead" 
beds and all up-to- 
the-minute conve- 
niences. Rates be- 

in as low as $2.50 

single—$3.50 doub- 
in Write for reser- 
vations to insure 
choice accommo- 
dations. Ask for 
free “Guide-Map" 
of N. Y. C. 


Say “Hello” to 
good “Buy! Stay 
at this New 26- 
story hotel... @ 
coast-to-coast pat- 
ronage is your as- 
surance of satisfac- 
bry Here, Times 

SQUARE Is all 































“Radio City," 69 
theatres and rail- 
toad terminals. 
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BRINGS BUSINESS 


Here’s the quickest and easiest way to bring more business 
to your store—Modernize with McKay! 


The new “Posture-Line”’ McKay is America’s Smartest Metal 
Furniture. It makes a beautiful setting for fine footwear. 
Its fresh beauty and luxurious comfort will attract new 
patrons and bring old ones back oftener. It is easy to clean 
and stays new-looking for years. 


Illustrated are Seat No. 430-3 and Stool No. 431—two new 
pieces in the moderately-priced line of McKay Shoe-Store 
Furniture. Ask us: “How can I increase my business at 
little expense?” Write today. 


THE McKAY CO., McKay Building, Pittsburgh, Pa. 


M=KAY “Posture-Line 





CHROME-STEEL FURNITURE 





































































THE SHOE BUYING CENTER 
IN NEW YORK 
the crossroads of the trade .. where 


the seasons newest and most significant 
shoe styles are mow on display. 


Shop the Mariette Building for authen- 
tic shoe styles e@ showrooms of the 


% ‘ shoe industry's leading manufacturers 
\ ‘ . conveniently assembled under one 
s roof . . . offer you a splendid oppor- 


tunity to look before you buy. 





1328 BROADWAY ar34"ST. 


DS.MACDONALD Mer. NEWYORK 
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Women's Shoes 


WI TINT 


Modern Turn Shoes That Fit 
5773 WILL NOT GAP 
Ruby Kid New "SHORT BACK" Last 
30STYLES Send for | 
| 











WALK TESTED 


TURNS 


IN STOCK catalog 4 


LUMBARD SHOE CO. 
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St. Louis Shoes 


66 8 oh oO EP PT 


A SUMMER PROMOTION 





Arch Tie. 


White 

D. 3 to 10—$2.35 
Terms 1% 10 days, net 30 days. 

We specialize in women’s, men’s and 

children’s samples and jobs for special 


promotions — featuring nothing but 
St. Louis made shoes from the better 
factories. 


No. 8502—Solid Leather 
Combination Last. AAA to 


“While in town see Weil’ 
M. K. WEIL SHOE CO. 
1326 WASHINGTON AVE., ST. LOUIS, MO. 





Dealer Advertising Helps 


MILWAUKEE, WIs.—“Edgie,” the 
dapper young lad who has graced the 
advertising pages of the Edgerton Shoe 
Co. for many a moon, now comes into 
the limelight once more by lending his 
presence to a 22-page, spiral bound 
catalog of Edgerton Advertising Helps 
available to all Edgerton dealers. The 
front part of this interesting catalog 
illustrates in color several postcard 
mailing pieces on which can be printed 
the dealer’s name and address, also 
many envelope inserts and window 
ecards are shown. The rest of the cata- 
log is devoted to the newspaper mats 
available. The abundance of material 
and ideas contained in this catalog 
should be of great interest to every 
merchant, and a copy will be gladly 
sent on request. 





Baker's Air-Conditioned 


MIAMI, FLA. — Bakers, Inc., 70 E. 
Flagler Street, has installed York air- 
conditioning apparatus. This will in- 


sure controlled temperature the year 
round. 

The Baker store has recently added 
a line of Qual-i-craft shoes and is of- 
fering them in all the brilliant colors 
of the rainbow. 


Trade 
Literature 


Free Booklet on Shoes 


WASHINGTON, D. C.—“The Boot and 
Shoe Industry of the United States” is 
the title of an interesting and valuable 
booklet that has recently been published 
by the Leather and Rubber Division of 
the Bureau of Foreign and Domestic 
Commerce, United States Department 
of Commerce, of which E. G. Holt is act- 
ing chief. Beginning with a brief 
historical survey of the background of 
the shoe industry as far back as ancient 
times, the booklet traces the develop- 
ment of shoemaking through the me- 
dizval era to early American times, and 
then from colonial days through the 
nineteenth and twentieth centuries 
down to the present time. 

The pamphlet is not merely a his- 
tory, however. It gives much valuable 
and interesting information on the shoe 
industry from various angles, such as 
the development of mechanization, the 
establishment of production centers, 
production statistics from 1904 down to 
1935, inclusive, foreign competition, ex- 
ports and imports, definitions of vari- 
ous types and styles of shoes and the 
materials used in their manufacture. 

Single copies of this publication are 
available without charge on application 
to the Leather and Rubber Division of 
the Bureau of Foreign and Domestic 
Commerce, U. S. Department of Com- 
merce, Washington, D. C. 





Brown Shoe Company Catalog 


Brown Shoe Company’s Spring and 
Summer catalog of Buster Brown and 
Brownbilt shoes came from the press 
last week. It is a distinctly up-to-date 
and extremely attractive presentation 
of shoes for men and women, boys and 
girls, the various styles being illus- 
trated in colors and shown in a way 
that gives the merchant an accurate 
idea of the actual appearance of the 
shoes. The size of the book is 9 by 12 
inches, there are 100 pages, printed on 
enamel finished stock of high quality, 
and the book is bound in soft green 
embossed cover stock to simulate crush- 
ed leather. The latest type of spiral 
binding, which allows the book to lie 
flat on the desk when open and also 
permits the insertion of additional 
pages, is used for this catalog. 





Spring Stock Catalog 


FARIBAULT, MINN.—Acrobat Shoes, 
Inc., have just released their 1936 
spring stock sales catalog in which are 
illustrated in color the shoes compris- 
ing their complete line of Clara Barton, 
Nature Study, Acrobat and Balancer 
shoes. All the shoes shown in this in- 
teresting line are made with the Spe- 
cial Acrobat Process. Merchants desir- 
ing a copy of the catalog will receive 
one on request. 
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NIA 


TRADE MARK REGISTERED 


The perfect leather 
innersole 





Van Tan’s coolness, flexi- 
bility and comfort are 


especially effective selling 


features in summer 


footwear. 


VAN TASSEL 
LEATHER COMPANY 





NORWICH, CONN. 


also manufacturers of 


LEATHERPLUS 


completely waterproofed outersoles 











Shows Men's In-Stock Line 


RACINE, W1s.—The Racine Shoe Com- 
pany have just completed the mailing 
of their 1936 Spring and Summer 
Catalog of in-stock shoes to their deal- 
ers throughout the country. This at- 
tractive catalog is illustrated with 
three shoes on a page and shows the 
complete line of men’s in-stock foot- 
wear, including The Doctor Shoe, The 
Racine Shoe and The Authentic Amer- 
ican Shoe. Also shown in the back of 
of the catalog are two pages of Adver- 
tising Helps, available to all dealers. 
If you have not received this interesting 
catalog, a copy will be gladly sent on 
request. 


Opens Santa Monica Branch 


SANTA MONICcA, CAL.—Murray’s Shoe 
Store has just opened at 1354 Third 
Street. This is a branch of Murray’s 
Shoes of San Bernardino, who also have 
another store at Riverside. Men’s and 
women’s shoes retailing at $3.00, $4.00 
and $5.00 are featured. Children’s 
shoes, as well as a complete line of 
hosiery and hand-bags, are carried. 
The room has been completely redeco- 
rated and refurnished. A new wall-to- 
wall carpet and new chromium chairs 
add greaily to the attractiveness of the 
store. E. King is manager, being trans- 
ferred here from the Murray Riverside 
store. 











Setting a Volume 
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Ratio on Hosiery 


[CONTINUED FROM PAGE 31] 


idea goes over much better and much 
more often than the three-pair idea. 

Slight variations from this rule are 
made when stock is being cleaned up, 
and it is only common horsesense to 
allow variations occasionally for spe- 
cific purposes, Mr. Douglas says. 


Middle Ranges Displayed 


All hosiery displayed in this store is 
displayed swirl fashion to show the 
gradation of shades. It is shown in 
about five conspicuous places near the 
front of the sales room, but is shown in 
the middle price ranges always. The 
higher price numbers are not put out 
and the bottom price numbers are also 
kept in drawers. 

Each window is spotted full of ho- 
siery. The store has the usual 25-foot 
frontage with a display window on each 
side of the entrance. The window 
given to women’s shoes always has 
hosiery spotted in seven locations, three 
of these being complete units, each unit 
showing a swirl to indicate the shade 
gradations as is done in the store. 


No "May 1?" 


The sales girl in presenting hosiery 
when promoting a suggestive sale to a 
shoe customer has no “May I?” but 
must do it in a manner subtly giving 





Convenient To 
Leather Center 


















Ideally situated 
in the Loop, the 
BISMARCK HOTEL 
is just a few 
stepsfromevery- 
thing of impor- 
fancein Chicago. 





| 
Served by a staff |i 
that anticipates 
your every wish, 
guest rooms offer 
the ultimate in ex- 
cellent living . . » 














Famed dance 
orchestras and 
sparkling floor 
shows await 
you in the 
sophisticated 
Walnut Room. 


HOTEL 
NDOLPH ATLA SALLE “CHICAGO 





the impression that the store is doing 
something for the customer, not asking 
a favor of the customer! While not 
one pound of high pressure is allowed, 
yet the sales girl may open up with 
something like this: “I have a par- 
ticular number in hosiery here that will 
match those shoes perfectly, etc.”, and 
then she shows the number, always 
mentioning, as if incidentally, the brand 
name. 

Advantage is taken of style show 
prestige, with such expressions as this, 
“This is a number that was shown at 
the Biltmore Hotel Fashion Show in 
Los Angeles, etc.” 

No shoe sale can be closed by any- 
body in this store (man or woman) 
without hosiery being presented — not 
one sale! 


Never Behind the Times 


Mr. Douglas sees no reason why a 
store in a small city should be behind 
those in a large city, and he makes no 
less than two trips weekly to the major 
style stores in Los Angeles. 

“If a new method of display is used 
in J. W. Robinson’s, Gudes, Wetherby- 
Kayser’s, or Bullock’s-Wilshire today I 
have it by tomorrow or the next day. 
I have changed window valances and 
backgrounds as often as the best of 
them, and have followed the vogue in 
window fixtures neck-and-neck,” says 
Mr. Douglas. “Right now I am about 
to replace every window fixture in the 
house at considerable cost. It pays. 
One must, if one wishes to hold style 
conscious women customers when a 
large city is reachable, as it is from 
most small cities. Personally, I’m on 
Broadway. 

“Other things enter into this business 
of maintaining the’sale ratio in hosiery. 
I never quit going through the stock 
myself and helping the sales girl. A 
sales girl in a hosiery department must 
have style and personality, that is a 
foregone conclusion. Sales initiated on 
the floor when she is here are her sales 
always and nobody’s else.” 

So much for the volume of hosiery 
sales as measured by shoe sales, but 
how about the turnover? 

It never runs below a six-time turn- 
over and has at times been up to nine. 
It is one of the big profit departments 
of the store, the best department for 
that matter, considering the invest- 
ment. 

The street address is 108 East Phila- 
delphia Street. 


Installs New Front 


MILWAUKEE, WIS.—A modern struc- 
tural glass front trimmed with alum- 
lite metal and modern window lighting 
has been installed in the Big Shoe 
Store at 1108 W. Mitchell Stréet. Ac- 
cording to Joseph Wolf, manager of 
the store, the front becomes one of 
the most outstanding in the city. 
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when fire strikes your store, 
a “Use and Occupancy” pol- 
icy will safeguard the net 
profits that would otherwise 
be destroyed in lost busi- 
ness. Furthermore, the same 
coverage will pay its share, 
or all, of your Fixed 
Charges—Water, Rent, De- 
preciation costs, Taxes, etc. 
—while your business is 
partially or wholly para- 


Lr | lyzed. 















This protection costs but 
a little, and, in the National 
aN Retailers it is doubly eco- 
ae: nomical— where dividends 
paid to policyholders reduce 
insurance costs. 










And don’t consider that Fire insurance 
on your stock and furnishings is pro- 
tection enough. Stocks are reduced to 
the point where turn-over is about five 
times as important as it used to be. 
Use and Occupancy guards the net 
profits in that turn-over from the busi- 
ness-killing effects of fire. But it does 
not take the place of Fire insurance 
nor can Fire insurance substitute for 
it—the two work together as partners 


in protection. 
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Upon request Nation- 
al Retailers will be 
happy to provide you 
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NATIONAL RETAILERS 
MUTUAL INSURANCE CO. 
James S. Kemper, President 


7450 Sheridan Rd., Chicago, U.S. A. 
Nationwide Service Facilities 
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“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U.S.A. 


orm 











som ee mms 





MRS. DAY’S IDEAL BABY SHOES 


infants’ Soft Soles. . 
Intermediates - 
Flexible Hard Soles. 2-8 


Send for In-Stock 
Catalog 
MRS. DAY’S pOaat. BABY 
Locust St. Danvers, Mass, 
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Shoe Cleaner 
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It's not a coater therefore ONE-WHITE 
can be used on new shoes and rough 
leathers. The only safe cleaner for shoe 


stores to sell. 


verett & Barson (0 


PROVIDENCE, R.|. TORONTO, CAN. 











Suede Brush Firm 
Located at Omaha 


Due to an error in the index of ad- 
vertisers in the March 21 issue of Boot 
AND SHOE RECORDER, the address of 
Scott Foot Appliance Co., Inc., was 
given as Chicago. This company, which 
manufactures rubber brushes for the 
cleaning of suedes, nap leathers and 
fabrics, is located at Omaha, Neb. 
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C. G. Phillips Dead © 


MontTc.iair, N. J.—Charles G. Phil- 
lips, retired president of the former 
United Publishers Corporation (now 
the Chilton Company), died of a heart 
ailment on March 30 at the home of his 
son, C. Swayne Phillips. 

He was 76 years old. Born in Au- 
burndale, Mass., Mr. Phillips rose from 


CHARLES G. PHILLIPS 


a cash boy for Jordan Marsh & Com- 
pany in Boston to the presidency of a 
great business paper group. Back in 
the ’80’s he started writing merchandis- 
ing hints, suggestions and ideas for 
trade papers. He then became corre- 
spondent for the Dry Goods Economist, 
and in 1892 came to New York. 

His merchandising background was 
so valuable that he was made vice- 
president of the Root Newspaper As- 
sociation in 1894. At the time the Boor 
AND SHOE RECORDER became a member 
of the Root Newspaper Association in 
1909, Mr. Phillips was a power in mer- 
chandising the country over. His belief 
that production was important but that 
distribution was the field of greatest 
progress, contributed much to _ the 
growth of all the publications of the 
association. He then became president 
of the Boor AND SHOE RECORDER, and 
although his duties were nominal he 
had become acquainted with many shoe 
men in his numerous trips and at na- 
tional conventions. 

A short, dapper little gentleman, he 
had a gift of making friends and en- 
joying their company. We of the staff 
remember his shrewd and canny obser- 
vations on merchandising and, best of 
all, his hidden philanthropies. He would 
ask a member of the staff to go with 
him to some bargain basement where 
he would pick out dozens of dresses, 
coats and other items of clothing and 
have them shipped to little country 
schools back in the hills of Virginia and 
North Carolina. He said that one of 
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the minor tragedies of his life was his 
inability to make a purchase without 
first inquiring the price. 

But when it came to the publica- 
tions, and there were 24 of them— 
leaders in their many fields—he was a 
splendid spender. At one time the 
BooT AND SHOE RECORDER had an idea 
of presenting a style show before the 
National Shoe Retailers Association 
convention in Chicago. The idea was 
laid before Mr. Phillips and under his 
suggestions the show was expanded 
until it cost several thousand dollars. 
He gloried in doing things first. 

In 1924 he was made president of the 
United Publishers Corporation; retir- 
ing three years later he poured his in- 
terests into town affairs in Montclair. 
He served as Town Commissioner for 
years and became Commissioner from 
1928 to 1932. He was credited with the 
establishment of the Town Planning 
Board, a system later used nationally 
in town management. 

Surviving are his wife, Mrs. Jennie 
M. Daniels Phillips; four sons, C. 
Swayne, Stanley and Spencer of Mont- 
clair, and Stuart Phillips of Glencoe, 
Ill., and a daughter, Mrs. A. L. Whitte- 


more of Evanston, III. 


Orthopedic School Closes 
Third Successful Class 


DANVILLE, ILL.—The Orthopedic In- 
stitute School of Danville has just com- 
pleted its third course of instructions to 
dealers on foot anatomy, merchandising, 
advertising, budgeting and other sub- 
jects that it is necessary for the shoe 
dealer to know if he is to operate suc- 
cessfully. 

The classes are commanding a great 
deal of interest on the part of dealers 
who come from all parts of the United 
States, and even from Canada. 

A schedule of the classes to be held 
during 1936 is shown below for the 
convenience of anyone who may wish to 
attend the school: April 20, May 18, 
June 15, July 13, Aug. 17, Sept. 14, 
Oct. 19, Nov. 16. 


Gertz & Co. Enlarge Store 
JAMAICA, L. I., N. Y.—Gertz & Co., 


Jamaica’s largest department store, is 
building an addition to cost more than 
$500,000 when completed. 

The establishment, located on Jam- 
aica Avenue, is Long Island’s largest 
department store and last year did a 
gross business of more than $3,000,000, 
much of it in the footwear trade. 

According to executives of the store, 
the shoe department will be greatly ex- 
panded and will be one of the features 
of the place. 

The addition to the store is expected 
to be finished within three months. 

The Burden Department Store, near- 
by, has been taken over by the F. W. 
Woolworth Co., which will institute a 
one-dollar department store plan. The 
Burden store was one of Long Island’s 
largest retail footwear outlets for a 
number of years. 
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FOOT HEALTH WEEK ADVERTISING 


COLORED POSTERS 


FOR NATIONAL FOOT HEALTH WEEK 
GREEN AND BLACK SIZE 17 x 22 INCHES 


5 for $2.00 10for $3.00 20 for $4.50 
30 for $6.00 100 for $18.00 


One of the smartest, yet most direct and compelling 
posters ever produced for National Foot Health 
Week. These colorful posters are an important part 
of your Foot Health Week promotion. Use them 


freely! 














10 ARTICLES 
ON FOOT HEALTH 82.50 


The folio includes layout ideas for cooperative adver- 
tising—a number of timely promotion copy suggestions 
—and TEN articles for the news columns of the 
newspaper. 

. Main copy for “Foot Health Week News” layout. 

. Foot Health Interest Increases in Nation. 

- Two Things Every Woman Wants. 

. Even Faultless Feet Need Care in Spring. 

, Ls Shoes, Nagging Wife; Comfortable Ones, Good 


al. 
. Good Feet Made Possible by Care in Childhood. 
. Foot Comfort Is Now Fashionable. 
. Regular Foot Examination in Schools Recommended. 
9. Are You Needlessly Enduring Foot Ills? 
10. Don’t Expect Children to “Grow Into” Shoes. 
MUST BE CONFINED TO ONE ORDER IN A CITY 





MATRICES *1.50 


SET OF SIX Matrices includes poster reproduction in 
two sizes, and four other timely, appropriate illustrations 
to use in Foot Health Week Advertising. 








TWO-COLOR 
FOLDERS 


WITH YOUR NAME IMPRINTED 
(4 PAGES—SIZE 314” x 614”) 


Title and cover design shown in sketch. Subject covered 
on inside pages. 

Invitation to visit 

store during Foot 

Health Week and 

your store name 

and address on the 

back page. 

Sample 
on Request 


1000-—7.25 per M. 
2000-6.75 per M. 
5000-5.75 per M. 
(Delivered Flat) 


WHEN 
ORDERING 
PRINT NAME 
AND ADDRESS 
CLEARLY 





R. E. Andruss, BOOT AND SHOE RECORDER, 239 W. 39th St., NEW YORK 


Enclosed is check (or money order) for 


___for which please send us: 





________COLORED POSTERS 
________SETS OF MATRICES 





Name 


SETS OF ARTICLES 
TWO-COLOR FOLDERS 








To save opening special ac- 
counts, all orders without 


Address 








remittance will be shipped 








C. O. D. plus postage. City 








PRINT PLAINLY PLEASE 
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Led and Wert Ad 


SALESMEN WANTED SALESMAN WANTED POSITION WANTED 























































SALESMAN WANTED Available Now 


To sell FOOTREST SHOES (nationally advertised in Vogue, The services of a well known 
Harper’s, Good Housekeeping, Ladies’ Home Journal and McCall’s) and competent salesman of 
in the States of Iowa and Nebraska and possibly additional terri- women’s shoes. Experienced 
tory. Prefer to hire a man of thirty-five to forty-five, who lives in in popular priced and better 
the territory and who has been selling women’s shoes. Have estab- grades. Possesses good sell- 
lished business. A real opportunity. Fall line ready about May Ist. ing record with best accounts 


in central West. 


THE KRIPPENDORF-DITTMAN COMPANY 
CINCINNATI, OHIO Address E-697, Care 
MAKERS OF QUALITY FOOTWEAR SINCE 1874 sat tine a a 














8 A GooD OPPORTUNITY NOW OPEN OUNG man, married, 28 years old, now 


assistant manager for chain store organiza- 


FOR EXPERIENCED SALESMEN WHO ARE RESIDENTS AND TRAVEL den x Ee ek en. “ange Ee 
(1) Maine (2) New Hampshire and Vermont (3) Western New York State, by progressive DISTRIBU- wire and ambitious. Experienced in window 
TOR of a well known line of RUBBER and TENNIS footwear and a strong line of men's dress shoes. trimming, buying and modern bookkeeping. Ad- 


: ; ; zi dress E-703, care Boot & Shoe ee. 239 
Drawing account arrangement—send complete details and references in first letter. West 39th Street, New York, N. 


ADDRESS E705 CARE BOOT & SHOE RECORDER 


140 FEDERAL STREET, BOSTON, MASS. 














HELP WANTED 











ROMINENT, well-established manufacturer IVE wire salesmen to sell Shirley Temple - a eee 

of women’s shoes, making welts and light- slippers and sandals direct to retail trade 
weight shoes retailing from $6.50 to $10.50, in the following territories: Colo., Utah, Ariz., 
interested in securing the services of salesman New Mex., Wyo., Idaho, Mont., Nevada, No. & Women’s Shoe Buyer and Manager 
for New England as well as outer New York So, Dak., Minnesota. Only those who have con- Progressive department store in Ohio industrial 
territory. Line well-known. Good position for tacts need apply. State in reply lines now city of 175,000 offers excellent opportunity to alert 
man with car, willing to work and get results. carried, volume sold 1935, type of accounts fashion-minded buyer and manager for women’s and* 
State experience, present connections, if any. called on. Give account how often trade is yma as cal fear gap aa ina tale 
All confidential. Address E-700, care Boot & seen. Give references first letter. Address Silt leoure Iaaeetiote Panne + IO mee See 
Shoe Recorder, 239 West 39th Street, New York, E-699, care Boot & Shoe Recorder, 239 West Address E702 Care 
mx 39th Street, New York, N. Y. yoo “pe 

——————— - —-_—— BOOT & SHOE RECORDER 
ANTED: Salesman now calling on Shoe S ALESMEN wanted by factory making pre- 239 West 39th Street, New York, N. Y. 
welts, stitchdowns, and growing girls’ sport 











Store Trade, to carry the finest line of White 


Shoe Cleaner on the market. This we can McKay welts. Commission basis. Side line 


salesmen not wanted. Give references and full 

















ov *rices zht—Strictly commission, but — rn 
ont ag Pmnened egy gy AE E-674, care ee "R replying... Address E-619, care Boot 
Root & Shoe Recorder, 239 West 39th Street, York ". _— 239 West 39th Street, New FOR SALE 
New York, ; 4 

- . : XPERIENCED ‘Shoe Salesman from OUT- 

ANTED: Salesmen to carry line Infants SIDE NEW YORK CITY AND LONG NTIRE equipment for Shoe Store. Portable 

Prewelts and Men's Beach Sandals, com- ISLAND, Salary and Commission; Apply by single shelving, novelty merry-go-round for 
mission basis. The Kepner Scott Shoe Co., letter stating age, education and experience in children’s dept. Address R. W. Drifmeyer, 134 
Orwigsburg, Pa. detail OPPENHEIM COLLINS AND COM- South 7th Street, Richmond, Indiana. 


PANY, MANHATTAN. 
ALESMEN—sell a most unusual white shoe 





IF you are a hustler and. recognize genuine 








opportunity, we have a limited territory still x . Pe. 

cout niles THE DR. PYLES FOOT OSCIL- cleaner to Shoe Stores, Department Stores, O—H-W Shoe Conditioners manufactured 
1 ee wif ah gh gee go Findings Jobbers. Sells on demonstration and by Industrial Dryer Corp., Stamford, Come. 
specialists. Big commissions and leads furnished. repeats on merit. Attractive commissions. as follows. y x 
Must be able to finance demonstrator, with Full time or Side Line. Farbudd Mfg. Co., 4”, 4 Door—2 ar oy 1—Type A.T.S. 3— 
money back guarantee, give references and 34-01—31st St., Long Island City, N. Y. size 24’ x 10 4 Door—1 side. ‘ Address 
selling experience in replying. Vi-Ped-Ex Co., HIT from the start—everyone needs them— a ee Boot & Shoe” om 239 ‘West 
Mfrs., 63 Chamber of Commerce Bldg., Los New flexible hard rubber adjustable arch 

Angeles, California. support. One sale a day to one dealer in each 











town pays salesman $7.20. All territories. 


VO SAL E SME N: ‘or r Illinois and Missouri > A P 
for Branded Lines of Work Shoes, Children’s ag Company, 411 Park Avenue, Council WANTED TO PURCHASE 














: > : . Towa. 

Shoes and Rubber Footwear. Drawing account = ’ : 

to Men with Established following. Send full- HOE salesman desiring a pocket side line . 

est details and references. Address E-701, care from which to establish a good paying in- ANTED: Better grade shoe store in good 
Boot & Shoe Recorder, 239 West 39th Street, come, write J. S., 86 Ellicott St., Buffalo, location and on paying basis. H. Trabold, 
New York, N. Y. ms x 1165 Fulton Ave., Bronx. 








CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 
address should be counted. 

The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 

Classified advertising is payable in advance. 

§=° Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Seg 


es > a ee ee Oe 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 





—_—_— 





Dr. Pyle Foot Oscillator 


improves impaired or sluggish circulation by imparting 
to the soles of the feet soothing, invigorating oscilla- 
tions; stimulates nerve 

terminals; increases cire 
culation of the _ feet; 
breaks up_ adhesions. 
Brings to your customers 
(NSTANT foot relief. 
Makes fitting easier and 
quicker. Steps up sales 
and prestige. Now in use 
by leading department 
stores and retailers 
throughout the country. 
Full details on request. 




















“Improved DELUX MODEL.” 


ype Costs, less than 1¢ an hour. 
an be operated by Customer or clerk. 
Adm, (Approved. ) 
$60.00—Freight Pr. Pd. U.S.A. 
$10.00’ down, $4.39 Pr. Month, 
Sold on satisfaction or money refunded Guarantee. 


Federal 
Souning 


Vi-Ped-Ex Company, 63 Chamber of Commerce Bldg., | 


Los Angeles, California. 
Manufacturers. 








WANTED TO PURCHASE 








CASH FOR BRANDED SHOES 
Men's, Women’s—Factory or Retail 
ied Cross, Arch Preserver, 


Jettick ete., Nunn-Bush, Bos- 
an ll Walk-Over, etc. 


BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephones WORTH 2-5180, 5181 


Wanted: F lors heim, 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 


KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone Worth 2-5377 and 5378 








WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity. Arch Preserver. Queen Quality. Bos- 
toniaus, Stetson. Red Cross. Nunn Bush, Etc. 

IRVIN RUBIN 

“The House of Jobs’’ 

S89 Reade St. Cor Church 

Phone Barciay 7-7887 New York City 











No. 110 Volt 





renal 


Tannery Resumes Operations 


PEABODY, Mass.—Winslow Bros. & 
Smith have started up their tannery 
here after keeping it idle for more 
than a year. 


Resneck's Store Sold 


CoRINTH, Miss.—Will A. McCord and 
Arthur R. Messner have acquired 
Resneck’s Shoe Store. Mr. Messner was 
formerly connected with Alexander’s 
while Mr. McCord was formerly county 
superintendent of education. 

A. L. Burk, who has operated the 
Corinth Shoe Store, has moved the busi- 
ness to Aliceville, Ala. 





The Shoe Doctor Shrinkers 


With our specially prepared fluids, 


shrink leather and fabric shoes with- 
out injury. 


After months of experimenting, we have 

perfected a Roller Type Device which is 
easy and simple to oper- 
ate and will shrink- 
out gapping and fullness 
around top of shoes. 
Saves sales and makes 
satisfied customers. 


The Original Shoe 
Doctor Shrinker iron 
combined with the new 
Roller Type Device 
makes a complete shoe 
shrinking set. Fliminate 
vour shoe complaints by 
ordering these at once. 


PAT. NO. 1990142 


( 
$12.50 | 
Curved iron now only 
Roller Type Device 
Complete Set 

(Fluids included in above prices) 
f.o.b. Indianapolis, Ind. 


E. C. SMELTZER CO. 


121 BE. Sist Street, Indianapolis, Ind. 





Alfonso Cavalier 


Jersey City, N. J.—Alfonso Cava- 
lier, 67, of 144 Union Street, veteran 
shoe merchant, died suddenly while at 
work at his store on Jackson Avenue, 
near Union Street, March 20. 

Mr. Cavalier was pronounced dead 
by Dr. Ishmae, of the Medical Center, 
who was summoned to the store by 
neighbors when a customer notified 
them the merchant had unaccountably 
failed to return from the rear of the 
show to wait on them shortly after 
1 p. m. 

Born in Italy, Mr. Cavalier came to 
the United States 40 years ago and 
opened a combination shoe repair and 
retail store on Atlantic Street. Ten 
years later he moved his store to Jack- 
son Avenue. 

A few years before the World War, 
Mr. Cavalier discontinued his repair 
service and turned his shop into a re- 
tail bootery. 

In recent years, Mr. Cavalier was 
known for his generosity in issuing 
shoes to poverty-stricken families in 
the neighborhood. 


Delano Store Closed 


BrockTon, Mass. — The closing of 
Delano’s Shoe Store at 121 Main Street, 
this city, brings to a close a period of 
50 years over which this location has 
been occupied by a retail shoe store, ac- 
cording to Harry A. Delano. 

The first shoe store at the location 
was operated by John S. Kent, now 
head of the M. A. Packard Co., shoe 
manufacturers, and the late Charles M. 
Hickey. The business operated under 


MERCHANTS’ NEEDS 


Pouy Cup 


for Price Tickets 





$4.00 
GROSS 


$2.25 


HALF GROSS 
Tilts at Any Angle 


M. D. Pollinger Co. 


HOLLAND BLDG. 
ST. LOUIS MO. 


SHOE STRETCHER 


VAMP RAISER and LENGTHENER 


Should be in every shoe store. Relieves and permanently 
corrects tight-fitting shoes. Raises vamp from throat te 
tip. Lengthens toe short shoes. Made of best and toughest 
grade of steel, nickel plated. For sale by shoe findings 
jobbers and wholesale shoe houses everywhere, or send 
| your order direct to us. 
| 


| $5.00 COMPLETE 


NU-WAY SHOE STRETCHER CO. 
4367 Duncan Ave. St. Louis 


with 3 sizes 
of Last 








be. wr 

a= 
A “Technopedic System of Foot Correction” 
office or department will make money for you. 
Many successful offices throughout the coun- 
try. Technoped machines, complete equip- 
ment, home study course and diplomas on com- 
pletion at low cost. Easy terms. Write. 


TECHNOPEDIC INSTITUTE 


665 BROAD STREET NEWARK, N. J. 

















the name of Kent & Hickey with Mr. 
Hickey as manager. 

Its successor in the location, Burns & 
Sullivan followed, this business being 
purchased by the late Walter M. Dun- 
bar who came to this city from Taun- 
ton. 

Harry A. Delano, who had been a 
clerk at Walstad’s Shoe Store on Centre 
Street, this city, entered Dunbar’s em- 
ploy in 1919 as a clerk, buying out the 
business in 1924. 
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Superlatives 


Every spot is loveliest 
In all the East or West, 
And every home the coziest 
To him who loves it best. 


Every face is prettiest, 
However far or near, 

And every heart the truest one 
To whom it is most dear. 


Every day that passes by 
On never-resting wings 
Is fairest of all days that dawn, 
To whom most joy it brings. 
Clarence Edwin Flynn. 





Extra Business from Shoe 
Re-Modeling 


Cuicaco—A fruitful source of extra 
business in shoe repairing has been 
built up by Mandell Brothers depart- 
ment store by advertising that their 
shoe department clinic adapts last 
year’s shoes to this year’s styles. 

“If your shoes are less_ tailored 
than your new Spring suit,” says the 
salesperson, “bring them to our clinic. 
We'll square your toes or heels, add 
wide straps, buttoned-up effects, tongue 
emphasis and other details in keeping 
with this suit season.” 

A new colored patent leather finish 
is suggested, described as a _ process 
that turns calf or kid shoes into patent 
leather in green, blue, gray, red, black 
and two-tone combinations at the de- 
sire of the customer. Suede shoes, it 
is suggested, can have their nap re- 
stored, or be refinished as smooth 
leather. Another service offered in the 
fifth-floor shoe clinic is the relasting 
of shoes longer or shorter. 

No suggestion or hint of “shoe re- 
pairing” is ever made, either by sales- 
persons or in signs or newspaper ad- 
vertising. 


G. W. Moore Sells Store 


RoyaAL OAK, MicH.—G. W. Moore, 
who for the past few years has been 
traveling for Dunn & McCarthy, Inc., 
of Auburn, N. Y., and operating two 
retail shoe stores, one at 13021 East 
Jefferson Avenue, Detroit, Mich., and 
the other at 409 South Washington 
Avenue, Royal Oak, Mich., has sold 
his Detroit store to J. C. German, who 
for the past 15 years has been buyer 
at the Shoe Market, a branch of the 
Elliott Shoe Stores of Flint, Mich. 

Mr. Moore will continue his store in 
Royal Oak under the management of 
his brother, while he is on the road 
with the Dunn & McCarthy line. 


Fox Opens Boston Office 


Boston, MAss.—The Fox Shoe Com- 
pany of Haverhill, Mass., has opened 
a Boston office in Rooms 21 and 22 at 
210 Lincoln Street, this city. This firm 
manufactures a line of women’s McKay 








novelties designed to sell at popular. 


prices. Chains are sold exclusively. In 
charge of the newly opened office is Ben 
Orlick, sales manager. 
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She Buys Street Shoes in March... 
Country Shoes in May .. . 
What Will You Offer Her in July? 


Build i leuianier Mark Ups 
with (rol Street Shoes for the 7 = 





— a 


Whe Spends A) en in 





7 tim forgotten woman who summers in the city 
can send your figures soaring if you give her what she 


wants—a cool street shoe to wear with sheer town 


SBS QauUrmaow ns Se UVTwwwene essa =m ev SE eNOS” 


frocks. A perfect medium for this type of shoe is 


(Pew Castle 


Shadow Kid 


oN Oo @ 


wea 


an sleek, cool, flexible and resilient, 


it is casual, comfortable and smart. Specify 


o-— Or 


this summer leather in re-ordering town shoes 
for promotion in June, July and August. 


: F?. 
PAoaly Stem Coonan Drown 


No. 1141 No. 152 


oor wot UPN 


_ 


 —_ , (| ae Bluse 


No. 3 N No. 1330 


Araby Green Kid Town Oxford 
with Snakeskin Applique 


designed by HELEN KOZAK 


Ves Castle (fie 
Allied Kd dies 


400 Gold Aivect, New York Cry 
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i. MILLER 


SAYS: 





“White shoes 





start selling in 
April and continue 
until late August. Yet 


most merchants buy and 









merchandise their white 


shoes for a four or five week period only.” 


“IMAGINE THE LOST SALES!” 








“Don’t worry about cut-price sales on white 
shoes—plan for. regular priced white business. 
With good selling sizes you will do sufficient busi- 


ness to compensate the investment.” 


THE WHITE SHOE SEASON 
is & MONTHS LONG! 


SE pre RO EDI oy LT ae Cah 


G. LEVOR 


Says: 


Comparatively 
few women can 
afford to buy all 
their Summer ward- 
robe needs within a few 
weeks. The greater part 
of the vast white kid shoe démand comes after July 4th, when millions of 


girls go forth on summer vacations and want brand new, white 


kid shoes. 


In every summer of recent years, sales at 
good profits were hopelessly lost because mer- 
chants did not order enough white kid shoes and 


were too skeptical about re-sizing. 


Plan at once for these Order sufficient models 
next five months of and runs to keep your 
profit and volume store busy on mark- 
on white LEVOR up merchandise 
kid shoes. See ... rather than 


This will pe SS al on marked- 


down 


sizes. 


Tanners 60 Years 
GLOVERSVILLE. NEW YORK 





1936 
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see our catal 
and send 
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Protecting profits on 


-BALL-BAND FOOTWEAR 


for 60,000 merchants 


1 Thirty-eight years of Unfailing Quality have 
produced an Unfailing Demand year after year. 

2 Twenty-seven years of national advertising have 
spread the news of this Unfailing Quality and have 
helped to increase this demand. 

3 Unfailing Quality has enabled retailers to make a 
better profit on Ball-Band during all these years. 

4 Of all footwear trade-marks the Red Ball is the 
most conspicuous, and the easiest to remember. 

5 The Red Ball is the trade-mark of five great 
BALL-BAND groups— Rubber Footwear, Canvas 
Sport Shoes (Tennis), Leather Work Shoes, Wool- 
en Footwear, and Fabric Summerettes — giving 
merchants all the advantages of concentration. 

6 Lasts and patterns in Ball-Band Gaiters and 
Rubbers assure the trim fit and graceful lines so 
necessary to truly profitable retailing. 


7 Ball-Band Styles are Safe because they are based 
on accurate knowledge of coming shoe styles plus 
skilful designing to fit them. 


8 Because of Unfailing Quality, Safe Styles and 
the protection of the Ball-Band price guarantee, 
you can insure your full profit by ordering in advance. 
When you have your goods in stock at the start 
of the season you are sure of getting ALL the 
season's business, both early and late. 


9 Until June 30 there is an Early Order Discount 
of 3% allowed on Advance Orders placed for 
Ball-Band Waterproof Footwear and Basketball 
Shoes for shipment at any time between April 15 
and October 25, inclusive—a very nice addition to 
your NET profits. And this discount will be al- 
lowed when goods are BILLED. 


BALL-BAND salesmen are now showing samples. One of 
them is planning to see you before June 30. It will pay 
you to hold your order until you see what Ball-Band has to 
offer. If you want to see the line soon, write us and we 
will arrange to show it at your convenience. 


When writing advertisers please mention Boot and Shoe Recorder 
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Teo 
COLONIAL 963 BLUES 


Rich, bright, jewel-like blues with a beau- 


tiful, gleaming surface ... two blues that 













are front page fashion news! Colonial 











Blues, of course! You'll find them on the 
smartest shoes. And you'll also find that 


your shoes will assume an increased air of 









smartness if you specify these two im- 





portant Colonial colors. Colonial Tanning 






Company, Boston, Mass. 






Mf 





COLOR: Colonial has the largest and most com- 
plete selection of authentic colors—30 in all, in- 
cluding Sno-White— any color you need for your 
new line of shoes. 










The Rhythm Step Shoe .. by JOHNSON - STEPHENS & SHINKLE 


sodiMinns 


MERIT HAS MADE IT THE WORLD’S LARGEST SELLING PATENT LEATHER 















When writing advertisers please mention Boot and Shoe Recorder 
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800 — White Patent 


801 — Red Patent 

802 — Pastel Pink Patent 
803 — Pastel Blue Patent 
804 — Pastel Yellow Patent 
805 — Black Patent 

812 — White Process Calf 


Shu-Stiles 1936 > ay Be 
SCANDAL - = 


The BIG HIT 
of the Season at spo 


ss i) MISss connecting 


with winners like these! Shu-Stiles 
again achieves the impossible. 


Genuine patent leathers in two of 806 — White Patent 


the hottest styles. of the season mm” Passe! Linings = 807 — Red Patent 
1 New 13/8 808 — Pastel Pink Patent 


and in colors...all at $1.50 per Be A i Low igate 809 — Pastel Blue Patent 
; : a Widehe “N"—(B) B10 Doel Yellow P 

pair. They're ready now. Orders y rene MO 810 — Pastel Yellow Patent 

shipped day received. Mats for your ii , W Days Ne 813 —White Process Calf 


ad included free (and a mat of the 
beautiful heading and illustration [ 
on this page if specially requested). | Me CREATORS ES 


e FG , T) 
\ ; & 7e0 
On the Floor ... Order Today! : ee CO 
. ion Fe J > j 


VAN Joyl—- 
SHU = STILES Inc. e 1214 WASHINGTON AVE. e ST. LOUIS, MO. 


When writing advertisers please mention Boot and Shoe Recorder 
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TO MARKET WITH A GIANT’S REACH 








— WHEN readers find in its pages the things they seek 
and need, they confer upon any publication the giant force of 
their full confidence. Boot and Shoe Recorder has 80.62% 
renewals on its subscriptions yearly—its advertising columns are 
used by the leaders because of this response by its readers. 


Our 80% Is Your 85% 


—The giant market you reach through Boot and Shoe Recorder 
is 85° of the purchase-power exerted by all shoe stores and 
shoe departments. 


—Give your message a giant’s reach, 
set anew sales pace with sales space in 


BOOT AND SHOE RECORDER 


The Great National Shoe Weekly 


A Chilton Publication 


When writing advertisers please mention Boot and Shoe Recorder 

















3571—White Nu-Buck Cutout 
Oxford, Square Toe and Heel, 
13/8 Covered Heel. Sizes 3/9, 
Widths A, B, C......... $1.60 


3710—White Side Buckle Cut- 
out Oxford, Square Toe, 11/8 


Covered Heel. Sizes 2!/2/8. 
40 
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EY 


f Product f 
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ERY SHOF ST 
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ne 
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3715—Wh 
Oxford, 16/8 
3/9. 











ustg 


Ble ig 7 of footwear 

G this@gwpvelty line is one which 

Bte because it is priced right and 
atest dictates of those in the fashion 





3713—White Front Strap San- 
dal, 16/8 Cuban Heel. Sizes 
Z $1.40 


3708—White Monk Oxford, — , * ( 
Vamp Cutouts, 16/8 Cuban / Hi BVA 
Heel. Sizes 3/9........$0.40 cme 





3569—White Cabretta Two 
Button Pump, Nickel Buttons, 
16/8 Continental Heel. Sizes 
3/9, Widths B and C....$1.60 


fore re 5 y 3573—White Nu-Buck Front 
A. <i : \ Strap Sandal, Square Toe and 
~:, wv. Lf | Heel, 13/8 Covered Heel. 

/ Sizes 3/9, Widths A, B, C. $1.60 


3707—White Side Buckle San- 
dal, Vamp and Quarter Cut- 
outs, 16/8 Covered Heel, 
S66 FIG x 00s cacenee eee 








THERES AN 

ENDICOTT JOHNSON 
Produ 

FOR 

\ EVERY SHOE STORE 

SS AMERICA 


< 


2 


ST. LOU] 
NEW YORK 














5230—Misses’ White Elk 
Front Strap, White Patent 
Stripping, 8/8 Leathe 
Heel, Rubber Top lj 
Sizes 124/2/3. .....$1. 


5230!/,—Same in 
with 5/8 Rubber 
Sizes 81/2/12. ..... ; 






















5237—Misses' White Elk 
Front Strap Sandal, 8/8 
Leather Heel, Rubber Top 
Lift. Sizes 12'/2/3. .$1.1242 


5237!/-—S a me in Child's 
with 5/8 Rubber Heel. D> 
Sizes 8!/2/12.......$1.02! 











; \ 5223—Misses' White Elk 
5240 \ \ Oxford, 8/8 Leather Heel, 
oe 









Rubber Top Lift. Sizes witt 
AEE. os ctecs0u $1,121, Sizes 8 
5223—Same in Child's 5243—Same_ in 


with 5/8 Rubber Heel. Misses’. Sizes 
Sizes 81/9/12. ..... $1.02! 




























121/5/3. 
$1.12! 


5243!/2—Same in Patent in 
Child's. Sizes 81/2/12. 














$1.02!/, . 
~ +5 

5242—Misses' White Per- aS + ’ 

forated Oxford, 8/8 Leath- 4%. 

er Heel, Rubber Top Lift. . it PP 

Sizes 12!/9/3. ..... $1.12!/2 % > f \, 

5242!/2—Same in Child's | 

with 5/8 Rubber Heel. 

Sizes 81/2/12. ..... $1.02!/. 


A) 7 
5239—Misses' White Monk 2 

Oxford, 8/8 Leather Heel, 
Rubber Top Lift. | Sizes 


UsR, «64.5... $1.12 


5239!/-—Same in Child's 
with 5/8 Rubber Heel. 
Sizes 81/4/12. ..... $1.02! 


SDICOMETICHIN em 


\ 
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B sea 
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Bid Endicott- 
f wearing and good fitting, 


of mothers will choose. 


550!—Infants' and First 
Step White Elk Perforated 
Oxford, Retan Leather 
Sole. Sizes 2/8. . .$0.72!/2 


210I—Misses' White Elk 
Front Strap Sandal, Oak 
Sole. Sizes 11!'/2/2. ..$0.85 


2101/2—Same in Child's. 
Sizes 8/2/11. .... $0.77'/2 


2100—Same in Patent in 
Misses’. Sizes |1'/2/2.$0.85 


2100!/2—Same in Patent in 
Child's. Sizes 8!//I1. 
$0.77!/, 


2110—Misses' White Elk 

Kiltie Tongue Oxford, Rub- 

ber Sole. Sizes |1'/2/2. 
$0.85 


2110!/—Same in Child's. 
Sizes 8'/2/11. .... $0.77'/2 


2124—Misses' White Elk 
Oxford, Oak Sole, Rubber 
Heel. Sizes 11'/2/2..$0.85 


2124/2—Same in Child's. 
Sizes 8!/2/11 $0.77!/2 


§519—Infants' and First 
Step White Elk Side Buckle 
Sandal, Retan Leather Sole. 
Sizes 2/8. ........$0.72!/2 


5518—Same in Patent. 


5514—Infants' & First Step 
White Elk Roman Sandal, 
Retan Leather Sole. Sizes 


5513—Same in Patent. 


bus vi 


NEW YORK CITY 











ame with Plain Toe 


Cord Vamp. 


9004—White Buck Bal, 
Oak Sole, Grain Inner 
nel Bottom, Rubber H 
6/11, Widths B, C, D 


900i—Same with W 


7141 


7141—White Buck Bal, Welt, 
Cord Vamp, Oak Sole, 9/8 
Leather Heel, Grain Inner. 
Sizes 6/11, Widths B, C, D. 

$2.10 


7142—Same with Wing Tip. 


7185—White Buck Bal, Welt, 
Oak Sole, Grain Inner, Rubber 
Heel, Sizes 6/11, 7 Wi..$2.10 


7149—Same in Sizes 6/11, 
Widths B, C, D. 





Cc 
P. .$2.10 


vith Leather Heel. 


1367—White Elk Blucher, Mc- 
Kay, Composition Sole, Leather 
Heel, Cord Vamp. Sizes 6/I\1. 

$1.52!/, 


6632—Same in Boys’, Sizes 1/6. 


$1.42! 


1366—White Elk Bal, McKay, 
Composition Sole, Rubber 


Heel. Sizes 6/11 
1365—Same with 9/8 Leather 


poes for 
studied 
oughly 

> right 


bf white 
Briety of 


oung and 








N D 








KCOOTT NY 


6633—White Elk Bal, McKay, 
Cord Vamp, Composition Sole, 
9/8 Leather Heel. Sizes 1/6. 

$1.42'/, 


6630—Same with Wing Tip. 
6631—White Elk Bal, McKay, 


Composition Sole, Rubber 
Heel. Sizes 1/6. .......$1.40 
6630!/4—Same in Little Gent's, 
Leather Heel. Sizes 11/13!/. 

$1.30 


6640—Same with Oak Sole and 
Heel. Sizes 1/6 .....$1.57'/2 


6633 


NEW YORK ¢ 














SO SMART_Sé@ 


ip Sie 0 Me 
y Flatter Every 





Feminine Foot’ 


IT's a line that women just can't resist—a line that has 
a style flare which brings customers, both new and old, 
into your store every day. « 





For the merchant who wants to start his white shoe 
business booming at once, who wants to make this 
great white season the most profitable one he has 
ever experienced, there is not a better or more fash. 
ion-right popular priced line than these En-Joie nov- 
elty shoes which we. so.proudly offer. 


IN-STOCK Q 
To Retail at %3.°° ras 













o 
4432—White Cabretta Swing GF 
Strap, Nickel and White Button, \ 

20/8 Continental Heel. Sizes Nd 
3/9, Widths AA, B, C.....$2.00 -_—— 











4434—White Cabretta Front . ‘= gilli. 
Strap Sandal, 17/8 Continental! ~ | 4 —- 
Heel. Sizes 3/9, Widths AA, pon SS a 

_ SRE pes $2.00 Weds yo \ 
4437—White Cabretta Front \Yy Q\ \\ \\ 
Gore Pump, Square Toe and ae) ae \\ L y }) 






CoN x 

Heel, 13/8 Cuban Heel. Sizes C0FPN\ UY sy eas 
3/9, Widths A, B,C. ..... $2.00 es as M= 
4433—White Cabretta Low Rid- 
ing Strap, Nickel and White 
Button, Vamp Cutouts and 
Stitch, 17/8 Continental Heel. 
Sizes 3/9, Widths AA, B, C. 
. $2.00 

4440—White Cabretta Four Eye- 
let Cutout Oxford, 17/8 Cuban 
Heel. Sizes 3/9, Widths AA, 
Ss a eee 
4436—White Cabretta Front 
Strap Sandal, Square Toe and 
Heel, 13/8 Cuban Heel. Sizes 
3/9, Widths A, B, C. ....$2.00 
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BOOT AND 


$495, 


' All over white suede broad-strap. 
| Pattern S975 on the 698 Inst. 17%2/8's _ 
| gan built-up leather heel. Shicca. 


stock no. 403 ' 

Genuine Hunt Rankin's white bucko 
calf. Pattern $1043 on the 611 last. 
11/8's Cuban heel. Sbicca construction. 


SHOE RECORDER, April I1, 1936 


Pee et 


“Genuine white buck spectator, British 
Tan calf trim. Pattern $1059 on the 698 
_ lest. 1742/8's tan leather heel. Shicca. 


Alloverdyeablewhite linen open-shank 
sandal. Pattern $1099, 680 last. 2042/8's 
Chinese héel. Sbicca construction. 


stock no. 402 in 

Genuine white buck center buckle, Brit- 
ish Tan calf trim. Pattern $970 on the 631 
last. 202/8's Continental heel. Sbicca. 


All over white shantung open-shank 
oxford. Pattern $1101 on the 677 last. 
17/8's Continental heel. Sbicca. 





OA, stock no. 310 


An IN-STOCK Service 
For Quality Stores 


Carlisle announces these high-style patterns, 
in-stock, for immediate delivery now, filling a 
long felt need for those retailers who desire 
an in-stock service for quality footwear. 


The shoes illustrated are going to capture a 
large share of the season’s business. Place 
your first order today! 


All the shoes illustrated 
here are carried In-Stock 


AAAA 6 to 9 A 4to9 
AAA 5to9 B 31/2 to 9 
AA 4), to9 C 31h to8 


CARLISLE SHOE CO. 


SUITES 714 - 716 - 718-720 MARBRIDGE BUILDING 
47 West 34th St., New York 


When writing advertisers please mention Boot and Shoe Recorder 


Coe les tenis i in the following sizes: 


stock no. 310 - $4.85 
Genuine Hunt Rankin’s unlined white 
bucko calf. Pattern B320 on the 233 
square last—13/8’s square tan 
leather heel.. Welt construction. 


stock no. 311 - $4.85 
Genuine Hunt Rankin’s unlined white 
bucko calf, British Tan calf trim. Pat- 
tern B300 on the 298 last—17/8’s tan 
leather heel. Welt construction. 
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People are 
Switching to 


==> 











Wear and Economy 





BOOT AND SHOE 


RECORDER, April I1, 1936 


CANVAS SHOES because of their extra 





AST season, Hood madea 
series of extensive wear 
tests, comparing Hood Xtru- 
lock Molded Canvas Shoes 
with others, on normal hard- 
playing boys. These tests 
proved that Xtrulock Molded 
Shoes outwear from one and 
one-third to seven pairs of the 
lowest priced canvasfootwear. 
For instance, the Coolee, 
retailing for only 10c to 20c 
more than our lowest priced 
canvas shoes, gave 113 to twice 
as much wear. The Batan, 
illustrated here, retails for 
only 60c to 70c more than 
our lowest priced canvas foot- 
wear—and outwears from five 
to seven pairs! 








































THE BATAN 











> HOOD 2am 0) Ol. Bs it ie 
|S ROL OD DEE Le Ope On. On md oe OD 


HOOD RUBBER COMPANY, INC., Watertown, Mass. 
Branches at Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago, II1.; 
Cincinnati, O.; Cleveland, O.; Dallas, Tex.; Denver, Col.; Detroit, Mich.; 
Kansas City, Mo.; Los Angeles, Calif.; Minneapolis, Minn.; New York, 
N. Y.; Philadelphia, Pa.; St. Louis, Mo.; Salt Lake City, Utah; San Fran- 
cisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 


When writing advertisers please mention Boot and Shoe Recorder 


This powerful economy and 
wear story is being advertised 
in leading national magazines. 
It will mean a tremendous 
increase in your volume and 
profits if you push these better 
Hood Canvas Shoes. 

The quality Hood builds 
into rubber and canvas foot- 
wear is mighty important to 
you, too. Because poor qual- 
ity makes a customer dissatis- 
fied with your store. You can 
play safe with the reputation 
of your store by stocking the 
Hood line of rubber and can- 
vas footwear. Hood designs 
and styles the kinds of foot- 
wear people want and will 
come back for. 





BUILDS GOOD WILL 
YOUR SELLING 


EASIER 
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_.. you would be drawing shoes daily from a stock a” 


line-up of 36 tested best sellers... the greatest service 
of its kind in the American quality shoe field today 


pen | MAERBAAMOLAMILLER DEALER 


_., you would have won prestige and profits by 
showing British Tan calf... Patent Leather . .. Grey ...1n 
your city, Just when consumers wanted them most. 


_.. you would now be sponsonng the "Accessory 
Affimty” program ... showing | Miller Beautiful Bags, 


Hosiery "ag, Shags designed to complement each other 


as well as the new matenals and colors of the season 
_ you would be enjoying the greatest volume of 
business 1n your community on quality style shoes 


You would be showing greater profits and substantial 
increases over your last year's figures for this period. 


aol 


_.. and if you are located in a city where we are not 
now represented, write or wire us TODAY for further 
particulars about an exclusive I Miller franchise. 


[-MILLER & SONS, Inc., Long Island City, N.Y. 


3 
g 
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“BROAD STRAPS GCABAROINES SWAGGER TYPES 


When writing adver tisers please mention Boot and Shoe Recorder 
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In Stock 


THE GARFIELD, S-625; genuine white buck and Ped-Flex Construction 






Our BUSINESS IS GooD— 


How is Yours? 







For the effect it may have on the confidence of shoe retailers everywhere, we are 


glad to say publicly that Florsheim sales show a substantial increase, both at 






a 
wholesale and retail, for the first five months of our fiscal year. This increase 





should not be attributed solely to the preeminent place Florsheim holds in the 






quality shoe field—equally as important is the fact that Florsheim retailers are 






selling more Florsheim shoes to a public eager for better footwear. Our repre- 






sentatives are now displaying their Fall and Winter styles. We would be happy to 






have one of them call upon you if there is no Florsheim dealer in your community. 






Your request will bring him. 


TO RETAIL AT g 975 $] 0 
THE FLORSHEIM SHOE 


THE FLORSHEIM SHOE COMPANY e@ Manufacturers e CHICAGO 


When writing advertisers please mention Boot and Shoe Recorder 















